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Which would you rather do? 


Put up a temporary job that will have to be done over 
again in a few years—perhaps by a competitor— 


Or 


Put up a permanent job and get the replacement 
work on the worn-out temporary jobs the other fel- 
low does? 
















Permanence is the greatest asset in your business. 
And the most salable permanent metal is Horse 
Head Zinc. It is cheaper than any other permanent 
metal, it supplies its own protective covering, and it 
is obtainable in fabricated form from the following ° 
well-known firms: 


David Lupton’s Sons Company, Philadelphia, Pa. 

The J. M. & L. A. Osborn Company, Cleveland, Ohio 

Klauer Manufacturing Company, Dubuque, Iowa 

Holbrook, Merrill & Stetson, San Francisco, Oakland 
and Los Angeles, California 


Zine) The New Jersey Zinc Company Giie 
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Above views 
show the well-arranged display floor 
and business-like exterior of C. W. Peters & Sons 
“dependable heat" headquarters at Lewistown, Pa 


Ask C. W. Peters & Sons sas 
“Tyo Mueller Furnaces Sell ? 


sold 33 Mueller Furnaces in a recent 10- 
day demonstra ion. 


Have you ever equalled or exceeded this 
record? 


The plan which netted C. W. Peters & Sons 
33 furnace jobs in 10 days, was developed with 
the help of the Mueller salesman, who followed 
it through to a highly successful conclusion. 


Since last March this dealer has ordered 64 
Mueller Furnaces. All this in an average 
city of 2507 families! 


When a good dealer gets behind Mueller 
Furnaces, backed by sales co-operation such 
as the L. J. Mueller Furnace Company ren- 
ders, sales are sure and profits worth-while. 


The opportunities for the sale of Mueller 
Furnaces in your town are undoubtedly just 
as good as in Lewistown, Pa. Our selling 
plan will interest you. 


L. J. Mueller Furnace Co. 


Makers of Warm Air, Steam, Vapor and Hot 
Water Heating Systems, Registers, Pipe, 
Furnace Fittings, etc. 


193 Reed St. Milwaukee, Wis. 


Warehouses: Brooklyn, St. Louis, Detroit, Boston, St. Paul 
Minneapolis, Baltimore, Seattle, Salt Lake City 


"T soia Mueller dealer, in Lewistown, Pa., 


AUELLER F 





a 









Mueller Double Radiator Fur- 
nace—a self-cleaning, warm air 
furnace with more direct heat- 
ing surface than any other fur- 
nace of equal size fire-pot 


heat — 


dependable } 


September 27, 1924. 
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Mueller Convector—wide, straight 
air passages that assure gentle, full- 
volume heat circulation 
satisfied users 


100,000 
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while, for him and his to enjoy. 





RELATIONSHIP BETWEEN A MAN AND HIS JOB 


MAN’S job is his best friend. It clothes and feeds his wife and children, pays 
the rent and supplies them with the wherewithal to develop and become culti- 
vated. The least a man can do is to love his job. A man’s job is grateful. It is 
like a little garden that thrives on love. 


If you ask any successful man the reason for his making good, he will tell you that 
first and foremost he likes to work; indeed he loves it. His whole heart and soul are 
wrapped up in it. His whole mental and physical energies are focused upon it. He 
walks his work. He talks his work; he is entirely inseparable from his work, and 
that is the way every man worth his salt ought to be if he wants to make of his 
work what it should be, and makes of himself what he wants to be. 


It will one day flower into fruit worth 
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. sled s Church, Jamaica, N. Y. 
Economy Strip Copper | os or"nic 


Gustave E. Steinback. Con- 
tractor—August Kuhnila, Inc., 


gives you bigger Profits! || = 


It means better business and bigger profits 
for the sheet metal worker to use Anaconda 
Economy Strip. It lowers labor costs be- 
cause it comes from the mill straight and 
flat as a board in convenient lengths of 6, 
8, 10 feet and in widths of 6 to 16 inches. 
This does away with the cost of straighten- 
ing and cutting and it reduces scrap. 













St. Mary’s Church at Jamaica, N. Y., is an- 
other example of the ever-increasing use of 
Anaconda Economy Strip Copper. It is 
being more and more extensively used be- IS 
cause of the superior service it gives. oe 














Figure on Anaconda Economy 
Strip. If your jobber cannot 
supply you, write nearest branch 


listed below. 
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THE AMERICAN BRASS COMPANY 


GENERAL OFFICES: WATERBURY, CONNECTICUT 
New York, Chicago Mills and Factories: 


Boston, Philadelphia, Providence Anaéo ONDA Ansonia, Conn., Torrington, Conn. 


Pittsburgh, Cleveland, Detroit from mine to consumer Waterbury, Conn., Buffalo, N. Y. 
Cincinnati, St. Louis, San Francisco Cap Hastings-on-Hudson,N.Y., Kenosha, Wis. 


In Canada: ANACONDA AMERICAN BRASS LIMITED, NEW TORONTO, ONTARIO 
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Rogers Was a Banker Seven Years 
Ago, But He Sells Lots 
of Furnaces Notw. 


Editorial 
of the 
Week 


LOATING with the stream is often 
thought an easy way of conducting a 
business. 

But if the stream is sluggish, one does not 
eet ahead very fast. 

It is only the man who actually “swims” 
that gets anywhere. 

Selling a furnace now and then to a man 
who tells you that he is in the market for one, 
is like floating with a stream—you will never 
make much of a furnace dealer of yourself 
that way, nor will you ever make any consid- 
erable profit out of your furnace “business.” 

As a matter of fact you haven’t any real 
furnace “business” in that case, for some day 
the manufacturer of the furnace you have 
been “handling” (that word certainly fits the 
case) will come to the same conclusion that 
the company did which is mentioned on pages 
19 and 20 of last week’s issue of American 
Artisan and will hook up with somebody who 
is willing to do a little real “swimming’”— 
and then your “business” will most likely be 
something of the past. 

And do not forget that furnace installation 
is something that can be learned compara- 
tively quickly—the technical part, we mean— 
and that workmen can usually be hired when 
needed. 

So there is nothing to prevent Tom, Dick 
and Harry, who today may be clerking in‘a 
bank or selling socks, or driving a truck, from 
going into the business of “selling” furnaces. 

As a matter of fact, this is happening every 
day. The so-called direct installers hire men 
to “sell” furnaces and other men to install and 
all the “sellers” have to do is to learn the basic 
information about figuring a job—both the 
size of the furnace and its accessories and the 
price that the job is worth. Some of them 
“make so good” that they become a-sharp 
thorn in the side of the installer-dealer who 





is unwilling to do any real selling, but in cities 
where the regular installers are on their toes 
these “made-to-order” salesmen do not do so 
well. Ask Otto Geussenhainer, Sheboygan, 
Wisconsin, or Gus Krach, Erie, Pennsylvania, 
or hundreds of others. They will tell you that 
while, of course, you must know how to install 
furnaces right the chief thing is to sell enough 
of them to make the business worth while, for 
yourself as well as for the manufacturer. 


One of the chief points in this matter of 
selling is to really “believe” in the furnace 
that you “handle’”—then you will “sell” it and 
sell a lot. 

“T well remember,” said Mr. Rogers, 
“how well satisfied I was with my first heater, 
and I knew that if the people I sold would be 
as well satisfied as I was, I would have a whole 
lot of salesmen working for me _ uncon- 
sciously.” 

There is the meat of the whole story— 

Believe in what you sell; see that a good 
job is done on the installation and—make use 
of that satisfaction in your canvass. 

But put forth real effort whenever you at- 
tempt to sell a furnace. 

Otherwise it will matter very little how 
much you know about installation. 

You will not get enough jobs to prevent you 
from getting rusty. 

And in the meantime the “selling” furnace 
installers will be taking jobs away from you 
by the dozen and probably get more for them 


than you would dare to ask. 
.* ¢ @ 


October ninth has been set by President 
Coolidge for the observance of National Fire 
Prevention Day, and every sheet metal con- 
tractor owes it to himself to tell people at this 
time why sheet metal excels as a fire retard- 
ant and preventative. 
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Random Notes and Sketches. 


By Sidney Arnold 

















The other day when I was visit- 
ing at the Detroit office of the Amer- 
ican Rolling Milt Company, “Newt” 
Pierson, the well known manager, 
told me the following story: 

A crowd of loungers had assem- 
bled at the corner of the street when 
an excited littlke man suddenly 
rushed up, and, waving his arms 
wildly, exclaimed : 

“Who was it that I heard call my 
wife an ugly old hag?” 

There was silence for a moment. 
Then a large, muscular, hefty man 
stepped to the front. 

“T did,” he said defiantly. “Wot 
about it, mister?” 

The little man held out his hand 
and exclaimed meekly : 

“T admire your pluck. Shake. I 
have had the same opinion for years, 
but I have never dared to tell her.” 

* * x 

I was visiting with Joe Burgess 
in his office at Rock Island the other 
day and while we were looking at 
the new register that he is getting 
ready he pulled out a pocket knife 
that looked as if it had seen consid- 
erable service. 

“There is a story about this 
knife,” said Joe. “About fifteen 
years ago when I was selling Weir 
furnaces, I was in an lowa town 
helping our dealer with a couple of 
tough customers, and after we had 
made the second sale—late in the 
afternoon—the dealer presented me 
with this knife. 

“Two years ago I was in Des 
Moines when I saw this same dealer. 
He did not recognize me at first, as 
it had been more than ten years since 
I had called on him, but when I 
pulled out that old knife he was in- 
terested and shortly after he found 
my name in his memory box, and 
then he told me of another knife 
that he had given to a customer 
many years ago. It was brought to 
him by a young man who, with his 
bride, had driven through two good 
towns to come to his store to buy 


their kitchen outfit and other house- 
hold articles. The young man was a 
grandson of the old-time customer 
and the grandfather had advised the 
boy to go to that store, because “Mr. 
Jones always treated me right, and 
you just show him that knife and 
tell him who you are.’ ” 

It pays to treat customers fairly, 
and a useful souvenir frequently 
brings unexpectedly good returns. 

os K ak 

Every stove manufacturer who 
has ever attended a convention of 
that industry knows and _ likes 
“Charlie” Matthews, vice-president 
of Ireland & Matthews Manufactur- 
ing Company, for he has been mak- 
ing and selling stove trimmings since 
1873—more than fifty years. 

Well, anyway, Charlie never told 
me whether it was the idea that two 
can live as cheaply as one or that he 
entered business at that time, but he 











Mr. and Mrs. Charles H. Matthews on 
Their Golden Wedding Day. 


put himself into double harness on 
September 24, 1874, and so there 
was a celebration at the “Pasadena” 
in Detroit, Michigan, in honor of the 
event, where he and Mrs. Matthews 
were the guests of honor. 

They do not look as if life has 
been very hard on them, and I am 
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inclined to think that they have had 
a pretty good time together travel- 
ing down life’s pathway for these 
fifty years, and here is hoping that 
Mr. and Mrs. Charles H. Matthews 
may have many more enjoyable and 
happy years together. 

2K ok 2k 

While Pill Laffin, of the TeeBee 
register folks, was attending the 
American Legion convention in St. 
Paul he went into a restaurant on 
Sibley Street for breakfast and or- 
dered his usual “ham and.”’ 

Somehow there seemed to be 
something peculiar in the air after 
he had been served and Bill called 
the colored gent: 

“Waiter, are these eggs fresh?” 

“T dunno, sah! Dey ain’t said 
nuthin’ to me.” 

* * * 

Louis Luckhardt, the Pittsburgh 
sheet metal contractor, has two 
Irishmen working in his shop, an- 
swering to the names of Hogan and 
Kelly. 

There had been a row in the 
works and two other men were dis- 
cussing it. 

“And what did Hogan say when 
Kelly called him a liar?” asked one. 

“Not much.” 

“Why, that’s funny,” said the 
first. “‘Hogan used to be a mighty 
hot-tempered fellow.” 

“Well, he never said a word, ex- 
cept ‘Have ye had enough yet?” 

kK ok ok 

There was one of these “Tag 
Days” recently in Chicago, and it 
was interesting to note the differ- 
ence in the manner of “approach” 
the good women employed. 

The “tag” was in the shape of a 
heart and it was cut out of red card- 
board. On one side the words, 
“Have a Heart,” were printed. 

Some long faced person would 
stand at her station and repeat, 
“Buy a tag,” occasionally stopping 
to pass one over to an easy CUS- 
tomer. In the same block a pleasant 
faced woman would greet you smil- 
ingly with, “Have a heart, won't 
you?” She was kept busy, believe 
me! 

And aren’t men very much like 
these two kinds of women? 
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Charles W. Peters Sells Sixty-Six Furnaces in 
Six Months in City of 2,500 Families. 


Half of Them Were Sold During Ten Days of 
August, After Active Selling During Summer. 


F SOMEONE should tell you 

that he had sold and installed 
thirty-three warm air furnaces be- 
tween the middle of March and the 
last of July this year in a town of 
2,500 families you would probably 
sav that he was a pretty good sales- 
man and that he had done a good 
job for 1924—and you would be 
quite right. 

3ut what would you say if you 
were told that this same man had 
followed this campaign up with a 
two weeks’ demonstration and sold 
thirty-three more ? 

Some of our friends who say that 
“there is nothing to that intensive 
selling stuff,” would probably main- 
tain that it wasn’t true, but we have 
the facts to back up our statement. 

C. W. Peters & Son runs a fur- 
nace, sheet metal and plumbing shop 
in Lewistown, Pennsylvania, and did 
sell sixty-six Mueller warm air fur- 
naces just as we said in the fore- 
going. 

Sut he did not sell these sixty-six 
furnaces by sitting in his shop and 
waiting for people to come in to tell 
him that they wanted to buy a fur- 
nace. 

Nor did he sell these sixty-six 


7 








furnaces by trying to underbid every 
No, Charlie Pe- 


ters went out after prospects. He 


one else in town. 


located some and he kept talking 
Mueller furnace quality and Peters’ 
service to them, with the result that 
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and keep comfortable in Presidential 
years as much as when Bryan isn’t 
running for office! 

Maybe there is something in a 
name, after all. 

Peters means “Rock,” but evi- 
dently the name does not indicate 
what there is inside of his skull. 

And he does business at 423 Elec- 
tric Avenue, Lewistown, Pennsyl- 
vania. That must be it: “Electric!” 
That name may have made him get 
a hustle on. 


Charles W. Peters and the Good Looking Front of His Furnace and Sheet Metal 
Shop in Lewistown, Pennsylvania. 


the prospects developed into actual 
buyers of Mueller furnaces. 

And he sold sixty-six furnaces in 
less than six months of a Presiden- 
tial year—a period when some peo- 
ple say it is hard to sell anything in 
just as if people did 





any volume 
not have to eat, clothe themselves 


Sales Room in the Shop of Charles W. Peters, 423 Electric Avenue, Lewistown, 
Pennsylvania. 





At any rate—he sold sixty-six 
furnaces in six months of a year 
when many folks profess to believe 
that it is hard to sell anything. What 


would he do in a boom year ? 


But, after all, it isn’t so much that 
he sold these sixty-six furnaces in 
six months as the fact that he was 
not content with taking things as 


they come—he had gumption and 





initiative to go after business! 

That is why he sold these sixty- 
six furnaces. 

How did he do it? 

There was nothing particularly 
spectacular about his method. 

He did a bit of advertising in his 
local papers. 

He got some inquiries from these 
advertisements. 

He followed them up with real 
salesmanship talks and demonstra- 
tions. 

He kept tab on the new houses 
that were being built. 

He made friends with the coal 


dealers. If any of their customers 
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complained about poor heat he got 
their names. 

That is how he sold the first thir- 
ty-three furnaces—one carload. 

Then he arranged with C. L. 
Hewitt, the Mueller Furnace Com- 
pany’s salesman in that territory, to 
have him come and help him on the 
grand windup and they had a “Fur- 
nace Demonstration” lasting during 
the first two weeks of August, fea- 


’ 


turing the fact that the “Factory 
Man,” Mr. Hewitt, would be with 
him for two weeks to advise house 
owners on heating problems. 

As a special inducement, Mr. Pe- 
ters offered a prize of one hundred 
dollars in cash, to be awarded on the 
last day of the demonstration, just 
before closing hours at night. 

Customers had the choice of pay- 
ing cash, or regular credit or the 


Geta Ton Free ! 


Someone is going to be given a ton 
hard coal, absolutely free, i 
special Demonstration Week. It 

as well be you, don’t you think? 

can get a ton of coal FREE 


can be done, wouldn’t you 





Mueller Doable 
Radiator Furnace 


Famous Mueller 
Convect 


for the effort? But 

during this week that you 

get this FREE TON OF COAL. 

put off investigating; better come in to- 
day. You may receive free, enough coal to 
heat one room all winter without « 
penny’s cost to you. 


Buy Dependable 
Heat This Easy Way 


How many luxuries or household utilities 
have ydu bought on the Time Payment 
Plan? A sewing hine, v sweep- 
er, talking machine or automobile—all put 
within your reach by your credit. If your 
credit is good at your furniture dealer’s, 
why isn’t it just as good with your furnace 
dealer? : 

During this ial Demonstration you may 
order your lier Furnace and pay only 
TEN PER CENT. of the total installation 
cost. We will install it in your home at any 
time convenient for you—either now or 
lator. You will have Mueller Dependable 
Heat in your — all winter, with a whole 
year to pay for your ins tion. i 
*f that-TEN PER CENT. as a first pay- 
ment, and a year to pay the balance! 





C. W. PETERS & SONS 


Lewistown, Pennsylvania 


Typical Style of C. W. Peters & Sons’ Advertisements. 
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Mueller Easy Payment Plan, which 
provided for a whole year to pay, 

By means of an ingenious plan, 
evolved by the sales promotion de. 
partment of the Mueller Furnace 
Company, a lot of prospects were 
secured and followed up by personal 
calls. 

Mr. Hewitt, the Mueller sales. 
man, did not stand around and look 
wise. He took an active part in the 
follow-up work and as a result thir- 
ty-three furnaces found their Way 


from Peters’ shop into homes of. 


Lewistown. 


This has been a poor year, accord- 
ing to some furnace installers: 


First, “the weather was against 


9 


us. 
Second, “people are holding off 


‘because of the election.” 


Third, “building has dropped off.” 

Fourth—almost any other excuse 
that comes to mind. 

But, Charlie Peters sold sixty-six 
furnaces in the six months, from 
March to August, and he is not 
through yet. 

How many are you going to sell 
before real cold weather sets in? 


That is really the important point 
to this story. For if you fail to 
get any inspiration out of this sim- 
ple citation of facts this article might 
just as well not have been written. 

But we hope that you will say to 
yourself: “That fellow Peters did 
not have any magic to help him, and 
he is not a bit smarter than I am— 
he is not gding to show me up; | 
am going out to sell Mrs. Smith the 
furnace she has been talking about 
buying the last six weeks, and I am 
going to sell it this day.” 

We know you can do it. All it 
takes is a bit of determination— 
and you have a good bit of that, or 
you would not be in the furnace 
business. 





Linking the Silver Threads of 
Memory with the Golden 
Threads of Hope. 

After the day’s work, in the quiet 
night, sit carefully relaxed and 
silent. With the silver threads of 
memory and the golden threads of 





— af eo out © 
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hope, weave a fabric of wholesome 
dreams. If you are old, perhaps 
you will tell yourself of by-gone 
happy times with friends—maybe 
with friends—maybe with someone 
you loved. If you are young you 
will paint a picture of the dream of 
hope and as you sit in the quiet 
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night, you will be the thing you 
yearn to be, sail the seas you yearn 
to sail, and know the love your heart 
would know. And on the morrow 
when you build in the world of con- 


tending things, you may make a- 


thing that is real 6f the picture of 
your dreams. 


Harry Hussie Urges That Standard Code Be 
Made Part of Building Laws. 


Every Manufacturer, Installer and Wholesaler of Furnaces 
Should Work Aggressively Toward That Goal, He Says. 


UR good friend “Harry” Hus- 

sie reads AMERICAN ARTISAN 
very carefully every week, and 
sometimes he disagrees with us, and 
sometimes he pats us on the back 
when we say something that agrees 
with his ideas and rich experience. 

In the letter which follows, Mr. 
Hussie expresses his approval of an 
editorial we published in our Sep- 
tember 13th issue and he also points 
out that in order to have the Stand- 
ard Code for Installation of Warm 
Air Furnaces in Residences become 
as useful as possible, all who have 
money at stake in the making, sell- 
ing and installing of warm air fur- 
naces should strive their mightiest 
to have this code incorporated in the 
building laws of every city and town 
in the United States: 

Mr. Hussie’s letter follows: 

To AMERICAN ARTISAN: 

Your editorial on page 19 of your 
September 13th issue is, it seerhs to 
me, worthy of more than ordinary 
recognition by the furnace men of 
the country. 

The standard furnace code is a 
good and safe rule for the proper 
installation of warm air furnaces in 
dwellings. 

We may meet with installers who 
believe they can improve on it in 
some way and they may be right at 
that, but certain it is, that a furnace 
installed strictly according to the 
code, will be a mighty good job and 
‘way above the average. 

Every manufacturer, jobber and 
installer of furnaces owes it to the 
public he claims to serve, to make 
every effort to have the code incor- 


porated into the building laws of 
every town and city in the United 
States. When your correspondent 
says that he believes every furnace 
installation should “be made a per- 
sonal one with every contractor,” I 
believe that he is right. That is, if 
[ understand him to mean that each 
job should be considered as_prob- 
lem by itself and figured according 
to conditions and facts surrounding 
such case. In other words, it is not 
safe to assume that because a house 
is about the same style and size, the 
job should be installed the same as 
another. 

This, however, does not prevent 
the installer from using the stand- 
ard code on every job and in every 
part of the job. 

When we attended the little red 
school house, each example in our 
book was a problem by itself, but 
that did not mean that it required a 
different rule or that the multiplica- 
tion table was not the correct meth- 
od to use. 

A certain clear thinking writer 
once said, “The Declaration of In- 
dependence standardized opportu- 
nity, not men,” and so it is with the 
standard code which has standard- 
ized furnace installation, but which 
makes no attempt to standardize in- 
genuity or limit progression. 

Please keep it up, sir, until we 
have the code widely known and 
used, and by all means encourage 
any man, either manufacturer or in- 
staller, who is able and willing to 
improve it. 

Yours very truly, 
Joun H. Hussite. 
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Lexington Warm Air Furnace 
Has Many Attractive 
Selling Features. 


The Lexington warm air fur- 
nace, a sectional view of which is 
shown herewith, has long been 
known as one of the few furnaces 
that are made from iron free from 
scrap, and the manufacturers have 
so much faith in their product that 
they guarantee all castings for a 








Sectional View of Radiator, Dome and 
Firepot of Lexington Furnace. 


period of five years, against warp- 
ing or fire cracking (except the 
grate ). 

One of the latest improvements is 
the patented glass section of the 
ash pit door, through which the per- 
son attending the furnace can know 
positively when to stop shaking the 
grate and thus save materially on the 
fuel as well as avoid a lot of dust 
in the basement. 

Further information about this 
good furnace may be obtained by 
writing to the Culter & Proctor 
Stove Company, Peoria, Illinois. 


It Is Easy to Find Your Man 
If AMERICAN ARTISAN 
Is Helping Your Hunt. 


To AMERICAN ARTISAN: 

Please stop my want ad. Your 
paper certainly has a great circula- 
tion, as I received replies from all 
parts of the country and found a 
good man not far from here. 

J. G. PrircHarp. 
Clinton, Iowa. 
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Do You Recognize Yourself in Any of the 
Pictures Drawn in This Article? 


The Instances Cited in the Following Are Actual 
Observations Made in Sheet Meial and Furnace Shops. 


URING the months of July and 

August a manufacturer of 
warm air furnaces took his vacation 
in an unusual manner. He had for 
years spent most of his time in the 
factory and office end of his com- 
pany and previous to that had sold 
furnaces on the road. 

Right after the Fourth he filled 
his roadster tank with “gas” and put 
a suit case filled with advertising 
matter on his furnaces in the “tur- 
tle” and hit the road. 

He was not interested in making 
any large mileage per day. When 
he struck a town, he would look up 


among the installers, the manufac- 
turers, the salesmen or any other 
class — write us on the points 
brought out by this manufacturer : 

“One of the things that struck 
me in a most unfavorable manner,” 
said Mr. J., as we shall call him, 
“was the uncleanly and badly ap- 
pearing places of business that so 
many of them presented. 

“There was a time when people 
thought that hogs thrived on dirt, 
but the real hog raisers keep their 
pens as neat as a pin—because they 
have found by experience that there 
is less danger of disease and more 








We Install Real Heating Plants 
JOHN CULLERTON 


SHEET METAL WORK OF ALL KINDS 








the furnace installer who sold his 
furnaces and if there wasn’t any, he 
would find out who was selling fur- 
naces of some other kind. 

In either case, he would intro- 
duce himself as “The President of 
Blank Furnace Company” and so far 
as possible yet a close view of the 
local situation—how the installer re- 
garded his furnaces and how he re- 
garded the possibilities for making 
business. 

And after he had spent nearly 
two months covering a territory 
consisting of six states and reaching 
over 400 miles from north to south 
and nearly 1,000 miles from east to 
west, he returned to his office with 
his ideas considerably changed on 
some things and strongly confirmed 
on others. . 

In this and other articles to fol- 
low we shall present some of this 
furnace manufacturer’s views (for 
obvious reasons, his name will not 
be mentioned) and we shall be glad 
to have any of our subscribers— 


real profit when the sties are well 
taken care of. 

“Tf there is any good reason why 
a prospective customer can be 
brought to the point of buying 
quicker in a dirty shop, I have failed 
to find it, and I do know that I 
scuffed a perfectly good pair of new 
tan shoes so badly on a piece of 
scrap on the floor of a sheet metal 
shop that they will show the scars 
until the day I discard them, and 
they were expensive enough, Good- 
ness knows. 

“It certainly does not take long 
to sweep the shearings together, 
throw them into a scrap bin and 
sweep the dirt off the floor once or 
twice a day, and customers will not 
be annoyed or have their footwear 
damaged if that is done. 


“Of course, the workmen need all ° 


the daylight they can get and many 
of them require electric light be- 
sides, but why the darkest corner of 
the shop should be picked for what 
was called the office is something 
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that is beyond me. It would seem 
to me that an office should be a rea- 
sonably clean and bright place in 
which a prospect might be asked to 
sit down to tell his story and listen 
to yours without feeling that when 
he emerged on the street again he 
would look as if he had gone 
through a rug beating establishment, 
as was the case several times on my 
trip. 

“And while we are on the subject 
of daylight and cleanliness in gen- 
eral, let me point out that in almost 
half of the places that I visited, the 
windows looked as if they had been 
washed last year and then left se- 
verely alone, except for some mark 
made on them by _ mischievous 
youngsters. Of course, if the in- 
staller wanted to keep people from 
knowing what he or his men were 
doing the windows were just right, 
but why not clean the glass and ar- 
range a furnace, some registers, etc., 
with suitable show cards and post- 
ers, such as are furnished in great 
abundance by many manufacturers? 
Once in awhile somebody might be 
induced by the display to come in 
and there would be an added pros- 
pect or even possibly a real buyer. 

“IT have often wondered why so 
many furnace installers stick to the 
word ‘Tinshop’ on the sign for their 
place of business. The modern fur- 
nace installer and sheet metal con- 
tractor is so far above the old time 
‘tinner’ in business standing and re- 
sponsibility that it would seem to me 
that he ought to discard that old sign 
and replace it with a new, clean, 
bright sign with some such inscrip- 
tions as shown herewith. 

“Too many furnace installers give 
one the impression that they are 
ashamed of their business, and yet— 
what more honorable work can a 
man do than to provide the means 
by which his neighbors are enabled 
to live in comfort. 

“And this brings me to another 
phase of the furnace installers’ atti- 
tude toward his business: 

“T had made arrangements to go 
out with one of our customers to call 
on some prospects and when I ap- 
peared after lunch at his shop he 
was working one of the big shears, 





an fe UreetllUee CUP 


oase 

















September 27, 1924. 


cutting off a piece of ‘iron.’ He gave 
me the ‘high sign’ and yelled that he 
would be with me in a couple of 
minutes. Presently he came up pull- 
ing his coat over an old sweater, 
dirty, with years of toil, no doubt, 
but dirty for all that. Saying noth- 
ing, I let him jump into my car and 
we started off. At the next corner I 
asked which way to turn so as to get 
to his house. 

“He looked at me wonderingly 
and finally. asked: ‘Why should we 
go there? The places we want to 
call at are in the other end of town.’ 

“*Pecause,’ I said, ‘you are going 
to call on some people to sell them 
a furnace and you are going to make 
the very best impression you can— 
and that cannot be done while you 
are wearing that old sweater and a 
pair of overalls. You are going to 
change your clothes if I am to help 
you on this sale.’ 
~ “He looked at me for a long min- 
ute, and I did not know whether he 
was getting angry, but finally he 
grinned and said, ‘You know, | 
never thought of that. Just wait a 
little bit, or come in and sit on the 
porch.’ He had a nice home and I 
met his wife, who was a pleasant 
and neat appearing little woman and 
who was good enough to invite me 
to have a home cooked meal with 
them that evening. 

“As we were sitting on the porch 
and it was a good one 





after supper 
—this installer said to me, “You ai- 
most got me sore this noon, when 
you told me that you would not go 
with me unless I put on some decent 
clothes, but I see now that you were 
right, and I am going to follow that 
rule from now on when I go out 
selling.’ 

“People think no more or no bet- 
ter of you than you give them rea- 
son, and if you have no more respect 
for your business or for the cus- 
tomers whose business you want to 
get then you indicate by wearing 
dirty clothing when you call on them 
in regard to a sale they are not 
going to have much respect for you 
or for your business.” 

(To Be Continued. ) 


It pays to advertise regularly. 
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Frank Harrison Says That Cold Air Ducts Must 
Be Larger If Furnace Size Is Increased. 


If This Is Not Done, Cracked Fire Bowls and Radi- 
ator Rings and Other Breakages Are Bound to Result. 


HE following query appeared 
in the center of page 19 of our 
September 6th issue: 

“A 22-inch horseshoe radiator 
furnace was removed and re- 
placed with a 26-inch furnace of 
similar type. 

“Should the cold air ducts be 
made larger? 

“How much larger? 

“Should the warm air pipes be 
larger? 

“How much? 

“What would happen if the cold 
air ducts remained as they were 
—just large enough for the 22- 
inch furnace?” 

These questions are answered in 
a letter from Frank Harrison, pro- 
prietor of the Star Sheet Metal 
works, Kenilworth, Illinois, one of 
the Chicago suburbs on the North 
Shore, where well-to-do people have 
their homes, and where for that rea- 
son good furnace work must be 
done and can be done because that 
sort of people is willing to pay the 
price. 

Mr. Harrison starts in by paying 
a few compliments to Harry Frye 
and his tank problem and then 
tackles the problem stated above: 
To AMERICAN ARTISAN: 

After Mr. Frye’s exposition of 
his tank problem, we can throw 
away our delicate drafting instru- 
ments and fine steel 
squares, tapes, dividers, etc., and 
cling only to our chalk lines and 
boxwood rules. We never knew 
their possibilities. Before his magic 
of string fade all difficulties that 
might arise, such as stretching a 
string tangent to a tank and then 
accurately locating its point of tan- 
gency, or constructing a minute 
right triangle that must of necessity 
be accurate to a micrometer test as 
to angles to be of use in computing 
for radii running into feet or possi- 
bly yards. He is really more Hou- 
dini like than Houdini himself. 


scales, our 


However, mathematically, he should 
have explained how a* equals x* 
plus x? minus 
couldn’t see that. 


2xm. Everyone 

Well, now that the carnival has 
packed its tents and we've all had 
a good time, we should be able to 
go back to work with renewed vigor. 
Here is my solution to your furnace 
problem of recent issue under title 
of “How Much Larger ?” 

One thing is assumed as a condi- 
tion to my reply, i. e., that the pres- 
ent heater is under capacity, but 
that the proposed one is of ample 
size. 

Should the cold air ducts be made 
larger? Yes. 

How much larger? Let’s skip 
that question and come back to it. 

Should the warm air pipes be 
The 
sizes of the warm air pipes bear no 


larger? How much larger? 
relation to the size of the furnace. 
They should be proportioned to the 
size of the rooms they heat by well 
established rules of heating. There 
is as likely to be a “robber” among 
them that would need cutting down. 
Therefore, pipe 
separately, up or down, according to 


revise the sizes 
good heating practice. 

Now the cold air ducts. Increase 
them to fit one’s rule of the propor- 
tion between warm air and cold air 
capacities. 

What would happen if cold air 
ducts are not increased? That de- 
pends, but we might expect first, 
that the warm air and cold air not 
being properly balanced, one room 
or more being unfavorably located 
would not heat in certain weather. 
Secondly, the 
“forced” to overcome this with the 
destructive effects of overheating. 
Excepting grates and grate parts, a 
high percentage, if not practically all 


furnace would be 


breakages and warpings — cracked 
firebowls and radiator rings, broken 
lugs and warped steel plates—come 
from this overheating or from sud- 
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den checking or chilling of overheat- 
ed furnaces. ‘ 

Let’s have some more of this 
stuff, ArTISAN. Not because it is 
something I feel I can answer, but 
because it comes in small, simple 
doses. The furnace craft is ill. It 
needs careful treatment, and no 
good doctor—unless he be an anti- 
Volsteadopath—would prescribe his 
tonic to be taken by the bottle full. 
He directs it by the spoonful in- 
stead. A hundred principals of fur- 
nace installation set forth in such a 
way, one or two at a time, will do 
more good to more people who need 
to know them, than the same num- 
ber of principles formidably ar- 
rayed in one article. Long winded 
technical articles are not as often 
read through, and much less often 
thoroughly assimilated. 

Please accept my tardy thanks for 
publishing previous article of mine, 
though seemingly of no avail either 
to Mr. Frye or to the fraternity that 
“estimates.” 

Yours truly, 
FRANK Harrison. 
Kenilworth, Illinois. 





GiltEdge Furnace 
Catalog Especially 
for Heating Man, Out. 


The R. J. Schwab & Sons Com- 
pany, Milwaukee, Wisconsin, mak- 
ers of the GiltEdge furnace, have 
issued their 1924 GiltEdge furnace 
catalogue. 

A perfection in lithography, it 
contains thirty-two pages 8x10™% 
inches exclusive of the covers, 
which are finished in a delightful 
brown color tone. 


As to its material content, we will 
say that no space has been given 
over to the discussing of the merits 
of the various methods of heating. 
The book, in the words of R. J. 
Schwab & Sons Company, “Is writ- 
ten by a Heating Man for Heating 
Men.” In this the writers of the 
catalogue have hewn to the line, giv- 
ing the furnace installer informa- 
tive data and ready reference re- 
garding GiltEdge furnaces. 

In addition a separate booklet has 
been prepared under the title, “The 


Heating of Your Home.” This 
pamphlet goes into the subject of 
heating from the standpoint of the 
intending purchaser. These can be 


had by mailing name and address to’ 


the company. 





How Lieber Heating Would 
Eliminate Air Friction in 
L. H. K.’s Problem. 

Subscribers to AMERICAN ARTI- 
SAN have been unusually active in 
submitting solutions to L. H. K.’s 
problem. 

In our issue of September 20th, 
page 22, L. H. K. gave a rough 
sketch of the heating plant as he had 
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Walter Seelbach Is Elected 
Vice-President of Ohio 
Foundrymen’s Association. 


At the annual convention of the 
Ohio Foundrymen’s Association, 
recently held in Cleveland, Walter 
L. Seelbach, secretary-treasurer of 
the Walworth Run Foundry Com- 
pany, Cleveland, was elected vice- 
president for the ensuing year. 





Enlarging His Knowledge 

of Business, Man Increases 

His Capacity to Do Business. 
Where a man stops learning is 

the exact measure of the business 

problem he can handle, for no man 
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Arrangement Laid Out by Lieber Heating Company. 


finally installed, giving the sizes of 
registers and pipes. 

L. H. K. also expressed his ap- 
preciation for the help he had re- 
ceived from brother installers. 

The Lieber Heating and Plumb- 
ing Company, Hartford City, In- 
diana, have submitted herewith a 
solution to the problem which they 
believe will cut out the friction and 
stimulate circulation on the L. H. K. 
problem. 


can put into any transaction any- 
thing that he does not possess. 

There must be in man’s knowledge 
something that covers every element 
of his problem: otherwise all ele- 
ments will not be solved. 

As a man enlarges his knowledge 
of business he increases his capacity 
to deal with its problems. 





The one-time advertiser always 
loses. 
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Making Pattern for Cold Air Furnace Boot Is a Fixed 
Proposition and Not Flexible. 


Answering Inquiry of B. W. Butler, Truman, Minnesota, 
O. W. Kothe Develops Entire Furnace Boot Pattern. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


W. BUTLER, Truman, Min- 
B. nesota, desires a pattern for a 
furnace boot. The accompanying 
drawing shows this development. By 
this treatment the angle of the boot 
becomes a fixed proposition and is 
not flexible for different usages. In 
this case we have a 90-degree turn 
with a 60-degree heel, while at our 
drawing W we have a 45-degree en- 
trance with also a 45-degree heel. 
In practice a person will require two 
different patterns, one developed for 
the 90 and the other for the 45. It 
does not matter what angle you de- 
sire to make, the treatment will be 
similar, only in that the altitude 
will be different for the round base 
as we get off from the 90-degree. 
We first draw our side elevation, 
making the angle and length, as well 
as the height of boot, to suit condi- 
tions and then bisect for the miter 
line A-C. Next we describe the 


plan, using the radius of the circle 
to give the arc E-F, and then we 
place the round circle in the posi- 
tion desired and divide in any num- 
ber of equal parts. 

Draw lines to the corners A and 
C, as A-1-2-3-4 and C-4-5-6-7. Ob- 
serve that the elevation has two dif- 
ferent altitudes, the one taking care 
of the heel as the height of H-T, 
while the throat makes a shorter 
connection, as from H-t. So we 
pick our plan lines as A-1-2-3-4 and 
set as at H-1-2-3-4 and draw lines 
to T. Then pick lines from plan as 
C-4:5-6-7 and set as H-4’-5-6-7 and 
draw lines to t. These are then 
your true lengths. 

So we draw a base line as A-B 
equal to that of plan and pick true 
length T-1, using A and B as cen- 
ters, we strike and cross arcs as at 
1. Next pick one of the spaces 
from plan, as 1-2, and use in point 
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Pattern for Cold Air Furnace Boot. 


1 in plan as center, strike arc as at 
2. Pick true length T-2, and using 
A and B as centers, cross arcs as at 
2. Repeat this for points 3 and 4 
and then pick the miter line A-C of 
side elevation, and using A and B 
as centers, strike arcs as at C. Then 
pick true length t-4’, and using point 
4 in pattern as center, cross arcs 
as at C. After this develop points 
5-6-7, using true lengths t-5-6-7. 
Then pick the half width as 
C-S, and using C as center strike 
arc as at S, then use the seam line 
H-t and cross arcs from 7 to S in 
pattern. This gives the outline for 
the transition piece and we can then 
add the straight parts for the bottom 
and sides as shown. The sides can 
be added in a triangular fashion 
picking the spaces from A-E of side 
elevation and setting as A-E in pat- 
tern. Then pick C-G and set as 
C-G and strike arcs, after this pick 
the heel and throat lines as A-G 
and C-E and set as A-G and C-E in 
pattern. This gives those side wings 
as shown. The top must be filled in 
extra, since this V-shaped S-C-E 
does not allow the throat to be added 
unless a small corner would be 
filled in extra. 


In laying out a boot as at W, the 
samé procedure would be followed, 
only different altitudes produced by 
the round base would be brought 
over'to the altitude line H-T. This 
will .make more work and require 
the watching of points more closely, 
but otherwise the treatment is simi- 
lar. Edges for seaming must be al- 
lowed extra. 





Increasing stock-turn makes the 
money invested in the business work 
harder and earn more, and reduces 
the shrinkage of values, which is 
always an important factor in mer- 
chandising. 
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Irby Says That Proper Welding Makes Broken 


Part of Machine Stronger. 


Writer Cites Instance of Two Breaks on 
Same Punch Press as Proof of Statement. 


HE following article is contrib- 

uted by J. F. Irby, Baltimore, 
Maryland. Mr. Irby calls attention 
to the fact that a broken part of a 
machine, properly welded, will be 
stronger than it was before the 
break : 

There are few shop owners who 
are not faced, at one time or an- 
other, with the spectre of a shut- 
down because of damaged machin- 
ery. Thus the main point in the 
following incident should be inter- 
esting as typical of the wide variety 
of repair and reclamation work done 
by welding. 

We may start with the statement 
that when broken equipment is care- 





The First Break After Welding. 


fully repaired with a_ reinforced 
oxy-acetylene weld it is stronger at 
the repaired section than it was 
originally. Some skeptics might say, 
“Yes, probably,” or “Undoubtedly, 
in laboratory tests, but does the 
same hold good in practice ?” 


It does! 


frame, a gray iron casting weighing 
approximately two tons. A piece of 





Where the Second Break Came. 





metal too thick or tough broke the 
casting square off at the level of 
the table. The frame was cracked 
through a hollow rectangular section 
19 inches wide by 20 inches deep, 
6 inches thick at front, 11% inches 
at the back and 2 inches thick at the 
sides. 


After the edges were carefully 
veed and the frame accurately 
aligned, it was preheated by gas 
burners and a good welding job 
done by competent oxy-acetylene 
operators. The casting was carefully 
covered to protect it from any 
draughts during welding, and this 
covering was left in place until the 
casting had cooled. 


After proper annealing the punch 
press frame was put back in service 


But to answer the ques- 
tion most satisfactorily is to prove it. 
Figure 1 shows a punch press 
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and stood up under the work for a 
year. Then someone again fed it 
too big a bite and it went. Of 
course, the frame was sent to the 
same shop which had welded it after 
the first accident. It was again re- 
paired and is shown in the second 
illustration, ready for another term 
of service. 


The point in the story is not that 
one good job deserves another, or 
that the competent welder is an ever 
ready help in time of trouble, but 
that the second break did not run 
through the old weld. This was left 
unharmed. Nor was the new break 
in the region preheated for the old 
weld. It was in the crank bearing 
four feet away, thus demonstrating 
the original proposition, that a sec- 
ond break in a properly made weld 
need never be feared, because it 
holds. 


Pattern Drafting Books 
for Beginners Prepared 
by David A. Graham. 
David A. 
sheet metal work, New York Public 
Schools, has prepared for publica- 


Graham, instructor ot 


tion a course of study of sheet metal 
pattern drafting for students in 
sheet metal work in five parts, parts 
1 and 2 having already been taken 
from the press. 

Each book of the series is 74x 
9Y inches over all, with 32 pages. 
Each page comprises one plate. The 
subjects treated in part No. 1 deal 
with elementary sheet metal work, 
chimneys and roof flanges, gutters 
and leaders. Part 2 takes T’s, Y’s 
and elbows and heating and ventilat- 
ing work, 

Mr. Graham has had long experi- 
ence in teaching the subjects and the 
course outlined herewith is the re- 
sult of his experience, observations 
and good judgment in matters of 
this kind. 

Of course, a proper order is main- 
tained throughout so that the stu- 
dent will not be doing problems that 
are too far advanced for his skill 
and experience. They can be used 
by an instructor in class work. 

It was thought unnecessary to ac- 
company the plates with text mat- 
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ter, as the logical progression in 
sequence from the simple to the 
more complex problems is believed 
to be sufficiently plain to permit of 
their grasp by the student. 

Copies are available at 50 cents 
through AMERICAN ARTISAN, 


Joint Sheet Metal 
Cornice and Publicity 
Committee at Work. 


That the joint committee on sheet 
metal cornices and educational pub- 
licity of the National Association of 
Sheet Metal Contractors is at work 
for better cornices is evidenced by 
the following letter sent to all locals: 
Dear Associates : 

With your assistance, we expect 
to bring sheet metal cornices back 
into general use. Without your aid, 
very little can be accomplished. 

We are now preparing a booklet 
showing properly constructed cor- 
nices. These are advance pages out 
of the Reference Book, being pre- 
pared by the Trade Development 
Committee. 

These booklets should be in the 
possession of every architect, but if 
we mailed direct to them, many 
would be thrown in the waste bas- 
ket. 

To prevent this, they should be 
presented to the architect by you 
personally, so here is what we want 
you to do: 

First, give us the name and ad- 
dress of every architect in. your city 
and surrounding territory. 

Secondly, appoint a committee of 
men who are acquainted with the ar- 
chitects, to assure proper considera- 
tion. This committee is to person- 
ally deliver the booklet. 

Thirdly, keep an exact record of 
every book and report back to the 
committee how the architects have 
received it. 

To obtain the best results, you 
must act immediately. 

Please advise by return mail if 
we can depend on your help. 

Also, next go after the work as 
though the entire task was up to 
you. 

Come on, boys—get busy—show 
that you are interested in the sheet 


AMERICAN ARTISAN 
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metal industry and your own suc- 
cess. 

Please address your letters to the 
committee at 112 North Institute 
Place, Peoria, Illinois. 

Yours truly, 
THE CoMMITTEE. 
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The committee on cornices con- 
sists of George Harms, Paul Brand- 
stedt, George Thesmacher, Joseph 
Gardner and Harry Knisley. Com- 
mittee on publicity consists of Paul 
L. Biersach, William Fingles, Louis 
Luckhardt and George Harms. 


Sheet Metal Contractors Are Urged to Tie Up 
With Observance of Fire Prevention Day. 


Date Set by President Coolidge Is Thursday, October 
Ninth; Tell People That Sheet Metal Is Fireproof. 


ECRETARY MOONEY, of the 

Sheet Metal Contractors’ Asso- 
ciation of Ohio, makes a splendid 
suggestion in the following letter 
which is addressed to the secretaries 
of the various locals of the state 
association. 

His letter has to do with the ob- 
servance of National Fire Preven- 
tion Day, designated by President 
Coolidge for Thursday, October 
Oth, the anniversary of the great 
Chicago fire: 

The letter follows: 

DEAR MR. SECRETARY: 

President Coolidge has designated 
Thursday, October 9th, as National 
Fire Prevention Day and directs at- 
tention of public officials, civic bod- 
ies and newspapers to the import- 
ance of. carrying on fire prevention 
activities in the schools, homes and 
industrial establishments. 


We would suggest that the sheet 
metal contractors take advantage of 
this occasion to do some collective 
advertising, at low cost, of their fire 
preventing materials. 

Take the initiative in interesting 
other civic bodies in the movement 
or go it alone as an industry: Dec- 
orate your establishments with ban- 
ners that call attention to the im- 
portance of furnace inspection and 
repairs, fireproof roofs and other 
metal work. Put on a street parade 
of all your vehicles decorated with 
instructful banners. 

It would be profitable to buy some 
display space in the newspapers and 
have your advertisement carry the 
names of your association and each 
of your members: Put your indus- 


try before the public and hold its 
attention by continuous agitation. 
Kindly write us about your par- 
ticipation in the movement. 
Very sincerely yours, 
The Sheet Metal Contractors’ Asso- 
ciation of Ohio. 
Gerorce F. Mooney, 
Secretary. 


Evidently AMERICAN ARTISAN 
Is Read by Many Contractors 
All Over the Country. 


To AMERICAN ARTISAN: 

Kindly discontinue my advertise- 
ment in your valuable publication, as 
I have secured a good position. 

I received a large number of re- 
plies from all over the country with 
many different offers. 

Thanking you for your favors, I 
am 

J. J. Hervicx. 
Wimbledon, North Dakota. 





Michael M. Riter, Jr.,Well Known 
Tin Plate Manufacturer, Died 
Tuesday, September 23rd. 


It is with regret that we announce 
the death of Michael Miller Riter, 
Jr., President of Riter Brothers & 
Company, which occurred early 
Tuesday, September 23rd, at his 
home in Ardmore, near Philadelphia. 


Mr. Riter was a member of one 
of the oldest Philadelphia families 
and with his brothers had been en- 
gaged for many years in the tin 
plate business. He had been sick 
for eight months. 

Besides the widow, he leaves three 
brothers, Frank M., William G. and 
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Charles J., all of Philadelphia, and 
a sister, Mrs. David Rutt, York, 
Pennsylvania. 

The funeral, which was attended 
by a large number of his many 


friends, was held Thursday, Sep- 
tember 25th, at his late residence, 
119 Glen Road, Ardmore, with in- 
terment in West Laurel Hill Cem- 
etery. 


Who Has a Good Slogan That Will Fit Sheet 
Metal Contracting Business? | 


Slogan Committee of National Association 


ere — BE Offers $25.00 Cash Prize for Best Slogan. 


T WILL be remembered that 

there was considerable discussion 
at the annual convention of the Na- 
tional Association of Sheet Metal 
Contractors about the advisability of 
a slogan by which the sheet metal 
trade might advertise its business in 
a manner similar to that of the paint 
people, for example, with their 
“Save the Surface, and You Save 
Tt All.” 

Arthur Lichty, Waterloo, Lowa, 
was the one to bring the matter up, 
and as a result President Markle has 
appointed Mr. Lichty as chairman 
of the Slogan Committee and placed 
$25 at its disposal as a prize for 
the submission of the most suitable 
slogan. 

The following announcement is 
now made by the Slogan Commit- 
tee: 

“Twenty-five Dollars Cash 
Prize 
“for the Best Slogan as 

Selected by the Slogan 

Committee for the 

National Association Sheet 

Metal Contractors of the 

United States. 

“The slogan must be as 
short as possible. 

“Slogan should be mailed 
to N. A. Lichty, Box 2474, 
Waterloo, Iowa. Chairman, 
Slogan Committee. 

“Write or print slogan 
plainly. 

“Sign name and address 
plainly. 

“The slogan should express 
the lasting or wearing quali- 


ties or other advantages of 
the use of sheet metal, so it 
may be used in advertise- 
ments like other tradesmen’s 
slogans. For example, the 
paint people’s (Save the Sur- 
face and You Save All); the 
florists’ (Say it with Flow- 
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ers), and the tailors’ (Made 
for You). 

“Anyone may enter this 
contest. Anyone may send 
more than one slogan. 


“In case two slogans, iden. 
tically the same, are received, 
only the first of such received 
by the Chairman will receive 
consideration. 

“This contest will close 
December 1, 1924. All slo. 
gans must be in the hands of 
the Chairman before Decem- 
ber 1, 1924. 

“The cash prize of $25.00 
will be awarded as soon 
thereafter as the committee 
can make the selection.” 


Harris Discusses View Point of Architect as to 
Material Made of Sheet Metal. 


Municipal Architect of District of Columbia Makes’ Valuable 
Suggestions for Increasing Use of Sheet Metal in Buildings. 


HE following very helpful pa- 
per was read before the annual 
convention of the National Associa- 
tion of Sheet Metal Contractors, re- 
cently held in Washington, by Albert 
L. Harris, municipal architect of the 
District of Columbia: 
The Architect’s Viewpoint on Sheet 
Metal Products. 

To epitomize the viewpoint of the 
architectural profession with refer- 
ence to the use of sheet metal in the 
building industry, I would say that 
the attitude of the architectural 
profession as a whole is one of pro- 
found ignorance as to general re- 
quirements, materials, workman- 
ship, etc. I might also say that this 
attitude of mind is not confined 
alone to sheet metal products, but 
to practically all branches of manu- 
factured commodities incorporated 
in a building. This looks on the face 
of it as a very severe arraignment of 
the architectural profession, but I 
feel there are many things which 
will modify this somewhat radical 
viewpoint. 


When one considers the enormous 
amount of work being done in the 
country at the present time and the 
relatively few highly trained men 
prepared to execute this work it is 
not astonishing that there is a wide- 
spread lack of knowledge of many 
of the essential elements constituting 
the work of the architect. Never- 
theless the profession has made 
great strides forward in the past 
fifty years; but it has not been able 
to keep up with the rapid growth 
of the other professions and trades 
which enter so largely into the con- 
struction of a building. 

Fifty years ago a building project 
was a relatively simple problem 
compared with the complicated 
structures of today. It is not pos- 
sible for one man to assimilate the 
detailed knowledge of all the trades 
involved in a modern structure. 
Fifty years ago an architect could 
execute almost any problem and su- 
pervise practically every detail. To- 
day, even the most proficient archi- 
tects must consult highly trained 
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experts in the several fields of engi- 
neering and the various trades, be- 
fore a complete building can be pro- 
duced. The success of the building 
depends very largely on the archi- 
tect’s ability to assimilate, correlate 
and incorporate all this information 
under one head. 

Architect Not a Technical Man. 

The architect is prone to call him- 
self the master builder. It is true, 
to him belongs the conception of 
the project and it is he who directs 
all the various agencies which are 
employed in the erection of the 
building. But it is fair to say that 
this is only partially true, for he 
must depend upon other minds than 
his own for the necessary informa- 
tion to successfully execute any im- 
portant project. Even highly trained 
men after four of five years of prep- 
aration under the standards of our 
best colleges and universities, enter 
the field of architecture lacking 
many of the qualifications essential 
for the proper practice of the pro- 
fession. During the period of school 
they are taught chiefly, design, his- 
tory, an appreciation of the fine arts 
and other cultural studies. There 
is not sufficient time left to instruct 
them in the manufacture and use of 


. much of the material with which 


they will have to work in actual 
practice. 

I said a moment ago, that the 
amount of work being done was 
enormous ; so much so that there has 
grown up, supplementing the work 
of the architects, a group of men 
devoting their time to some specific 
field of engineering. In order to 
proceed rapidly with his work the 
architect must employ these men for 
highly specialized information. 

The average practitioner’s atti- 
tude of mind toward much of the 
highly technical work with which he 
comes in contact, is, I think, illus- 
trated by a story I once heard giv- 
ing the experience of an architect 
and one of the great steel corpora- 
tions. This architect designed a 
building in which he proposed to use 
a large steel box girder. The build- 
ing was placed under contract and 
in due time shop drawings of the 
girder were received by the archi- 


tect for checking and approval. Ac- 
companying the shop drawings was 
a letter from the manufacturer stat- 
ing, that owing to certain shop prac- 
tices it would be necessary to make 
a few changes in the riveting of the 
girder. The achitect was asked to 
approve the changes. He immedi- 
ately replied stating that he had de- 
signed the girder properly and he 
would not approve the changes sug- 
gested by them. Whereupon the steel 
corporation wrote a letter to the ar- 
chitect stating that they were per- 
fectly willing to furnish the girder 
as he had designed it provided he 
would furnish a small man whom 
they could leave in the girder, as 





“As employers it is up to 
you to inculcate in the minds 
of the mechanics the. worthi- 
ness of their trade and en- 
deavor to make them realize 
that they are absolutely neces- 
sary in the great scheme of 
life. * * * If they are 
taught to do good work and 
if they are taught to appre- 
ciate the satisfaction of work 
well done, these principles are 
likely to last throughout their 
life.” 











it was impossible to rivet the various 
members unless someone was left on 
the inside to hold the rivets in place. 

Another story will illustrate the 
lack of specific knowledge on the 
part of many architects; being that 
of the architect who, when his at- 
tention was called to the fact that 
the particular kind of waterproofing 
which he had specified for a build- 
ing, was, in the opinion of the con- 
tractor, wholly inadequate to meet 
the conditions of that particular job, 
replied that he had been using that 
particular specification for twelve 
years and he did not see what he 
could do about it. 

Who Must Supply Specific 
Information? 

Even the most competent men in 
the profession find it difficult to keep 
in touch with the many vital changes 
constantly taking place in the build- 
ing industry. What is the solution? 
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I believe it lies with those who real- 
ly know—members of your associa- 
tion and similar organizations. You 
should codperate intelligently and 
practically with the architect. Most 
manufacturers publish literature 
that is helpful, but much of it is not 
in a form which can be easily filed 
and segregated for ready reference. 
The subject matter of the pramplets 
and leaflets being issued by the man- 
ufacturers today is largely made up 
of pictures of buildings in which 
some specific material has been used. 
These pictures may appeal to the 
general trade, but they are of little 
value to the architect. The architect 
requires specific information on the 
size, arrangement and proposed use 
of any manufactured product with 
all details necessary to incorporate 
in a drawing or specification. Brief- 
ly outlined material, giving the va- 
rious finishes and some idea of rela- 
tive cost would be invaluable to an 
architect in determining the use of 
any given product. To my mind, 
the most valuable reference before 
the architectural and engineering 
professions today is Sweet’s Archi- 
tectural and Engineering Catalogue. 
Taking up specifically the fabrica- 
tion of sheet metal, I shall discuss 
this subject under three heads. 
First, materials; second, workman- 
ship; third, protective coverings. 
Under the firtst heading, mate- 
rials, I shall discuss only the three 
most commonly used, tin, galvanized 
iron and copper. The first two, tin 
and galvanized iron, have a common 
iron or steel basic metal. The object 
of terne coating or tinning as also 
the use of zinc spelter for galvan- 
izing is for the purpose of protect- 
ing the steel base plate. The life 
of the material is determined by the 
protection afforded by the coating 
or covering. Up to twenty-five or 
thirty years ago the base metal was 
usually wrought iron. With the in- 
troduction of steel plate wrought 
iron ceased to be used; steel plate 
took its place, much to the detri- 
ment of the product. Because of 
the poor quality of roofing plates 
produced when this change was 
made, tin for roofs practically went 
out of existence and it has only been 
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in the last few years that real con- 
structive work has been done along 
this line by endeavoring to tind new 
alloys which would be more rust 
resistive than steel. 

One of the most severe criticisms 
of your work, is, in my opinion, the 
manufacture of tin and galvanized 
iron with very thin coatings. | 
refer to that class of tin with 8, 12, 
15 and 20-pound coating and of gal- 
vanized iron with a very uncertain 
amount of covering. When a ma- 
terial has been skinned to the point 
where it will not give reasonably 
satisfactory results, that material 
will soon be eliminated. The lower 
price will be attractive and induce a 
man to use it once, but after one bad 
experience it is hard to catch your 
sucker again. 

[ am going to quote what Mr. C. 
FE. Verne says in an article written 
recently in The American Zinc, 
Lead and Copper Journal regarding 
galvanizing or zinc coatings. 

“1. American galvanizers have 
been letting their trade slip away be- 
cause of inadequate zinc coating. 
Sheets and wires and other galvan- 
ized or zinc-coated materials, which 
have been prepared in the United 
States, contain about three-fifths as 
much zinc as those made in Eng- 
land, which contain a_ standard 
amount of zinc sufficient to insure 
its efficiency and lasting qualities. 
That is why England is getting so 
much of the South American trade 
that logically belongs to the United 
States. 

“2. The damage of rust as de- 
stroyer of iron has been estimated 
at the stupendous amount of 718,- 
000,000 tons of iron, consumed by 
corrosion alone, in the last 34 years. 
This is an average of 21,000,000 
tons each year. At half this esti- 
mate the loss would be more than 
is produced by the British industry 
in one year. 

“3. Thomas M. Gregory, vice- 
president of the Hanlon-Gregory 
Galvanizing Company, says, relative 
to the rust-prevention problem: 

““*We sincerely believe that much 
good can be accomplished by the 
zinc and galvanizing industries by 
educating the public to the unques- 


tioned economic need for galvan- 
izing as a “life extension agency” 
for iron and steel products and ma- 
terials. A cooperative advertising 
campaign, properly planned and 
consistently employed, will help 
enormously to conserve the hun- 
dreds of millions of dollars now lit- 
erally sacrificed to rust and corro- 
sion. Then, too, we believe that an 
educational publicity campaign 
based on facts, figures, comparisons 
and the truth, can undoubtedly re- 
place the lack of confidence result- 
ant from “squeezed” and “skinned” 
galvanizing. 


(To Be Continued) 
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Copper Nails. 


From Rolland J. Johnson, 70 West 
Side Square, Monmouth, Illinois. 


Please inform me where I can buy 
copper nails of different shaped 
heads. 

Ans.—American Steel and Wire 
Company, 208 South La _ Salle 
Street ; C. G. Hussey and Company, 
212 North Jefferson Street, and 
Merchant and Evans Company, 347 
North Sheldon Street, all of Chi- 
cago, Illinois. 

Screw Punch. 


From A. B. Creacy, 312-A Madison Ave- 
nue, Madison, Illinois. 


Please tell me who manufactures 
a screw punch that will cut from 
two to five-inch circles. 

Ans.—Paul W. Koch and Com- 
pany, 19 South Wells Street, Chi- 
cago, Illinois. 

Light Nickel Plated Hinges, Etc. 
From Harry T. Klugel, North Emporia, 


Virginia. 

I should like to know who makes 
light nickel plated hinges, locks, 
thumb bolts, and other small hard- 
ware for metal furniture, medicine 
cabinets, kitchen cabinets, etc. 

Ans.—Garden City Plating and 
Manufacturing Company, Ogden 
and Talman Avenues, Chicago, Illi- 
nois, and P. and F. Corbin Com- 
pany, New Britain, Connecticut. 

Electric Washers. 


From George C. Powers, 1408 East Wal- 
nut Street, Des Moines, Iowa. 


Who, in Chicago and east of Chi- 
cago, make electric washers? 
Ans. — Fairbanks Morse and 
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Company, 900 South Wabash Ave. 

nue ; Geyser Electric Company, 5008 

Bloomingdale Avenue; Odin Com- 

pany, 319 West Ohio Street, all of 

Chicago. Hurley Machine Com- 

pany, Cicero, Illinois; Air-Way 

Electrical Appliance Corporation, 

618 Broadway, Toledo, Ohio: Apex 

Electrical Manufacturing Company, 

1067 East 152nd Street, Cleveland, 

Ohio; Blackstone Manufacturing 

Company, Jamestown, New York; 

Davis Sewing Machine Company, 

Dayton, Ohio, and Gillespie-Eden 

Corporation, New York City. 
“Wilson” Weod Burning Heater. 

From Harry T. Klugel, North Emporia 
Virginia. 
Can you tell me who makes the 

“Wilson’”” wood burning heater ? 
Ans.—Wilson Stove and Manu- 

facturing Company, Metropolis, IIli- 

nois. 

“Red Front” Furnace. 

From Ace Sheet Metal Works, 5122 
South Halsted Street, Chicago, IIli- 
nois. 

Who makes the “Red Front” fur- 


naces ? 

Ans.—St. Clair Foundry Corpo- 
ration, Belleville, Illinois. 
Oil Burners for Furnaces—“Doble” 


O:1 Burner. 

From Granite Lumber and Hardware 
Company, 1084 East 21st South, Salt 
Lake City, Utah. 

We should like the names and ad- 
dresses of manufacturers of oil 
burners for heating plants. 2. Also, 
can you advise us as to how we can 
get in touch with the people who 
make the “Doble” oil burner ? 

Ans.—1l. Security Stove and 
Manufacturing Company, Kansas 
City, Missouri; Winslow Boiler and 
Engineering Company, 175 North 
Michigan Avenue, Chicago, Illinois; 
Williams Oil-O-Matic, Blooming- 
ton, Illinois; The Superior Oil 
Burner Company, 453 North Ra- 
cine Avenue, Chicago, Illinois, and 
Majestic Engineering Company, La- 
fayette, Indiana. 2. Nokol Com- 
pany, 215 North Michigan Avenue, 
Chicago, Illinois, who now sell their 
product under the “Nokol” name. 

“Sun Beam” Lawn Mower. 


From Julius Rieth> Lansing, Iowa. 
Kindly inform me who makes the 


“Sun Beam” lawn mower. 

Ans.—Chadborn and 
Manufacturing Company, 
burgh, New York. 


Coldwell 
New- 
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Silver Ware Successfully Arranged On Shelving In 
Boulder, Colorado, Hardware Window Display. 


Method Avoids Overcrowded Appearance in 
Spite of Large Amount of Goods Displayed. 


T WILL make little actual dif- 

ference so far as a window dis- 
play is concerned whether John W. 
Davis or Calvin Coolidge is elected 
president of the United States on 
November 4. 

The fact that a Democrat or a 
Republican reposes in the White 
House for the next four years will 
in no way obviate the necessity for 
avoiding as much as possible an 
overcrowded appearance in the win- 
dow display. A dirty, overcrowded 


ware Company, Boulder, Colorado, 
which has proved its ability to pull 
customers. 

Mr. Stevens makes the following 
comment : 

“Here is a photograph of a 
Christmas window display, which 
helped us make cash sales records 
this last month. 

“The floor of the window display, 
silverware, carving crumb 
trays; pocket knives on panels and 
flashlights, the other articles shown, 
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window and selection of goods dis- 
played proved to be one of the most 
attractive and successful ‘trims’ we 
have ever shown.” 


Fire Destroys Manufacturing Plant 
of Regent Stove Company in 
Wyandotte, Detroit Suburb. 


Fire believed to have started from 
an explosion of chemicals in the 
enameling department recently de- 
stroved the plant of the Regent 





Order-Pulling Window Display Arranged by Harold Stevens for the Wilson Hardware Company, Boulder, Colorado. 


disorganized slipshod looking win- 
dow is not productive of ‘business, 
president or no president, not even 
the third party candidate. 

To bring business into the store, 
the window display first of all must 
be attractive ; it must contain season- 
able goods or staples; it must offer 
an inducement either in quality ma- 
terials or attractive prices; it should 
carry cross refrences to the newspa- 
per advertisements in local papers. 

In the accompanying illustration 
Harold Stevens has arranged a win- 
dow display for the Wilson Hard- 


appear so plainly in the photo, that it 
is not necessary to enumerate them. 
big display for 
unusual 


“To make a 
Christmas shoppers, an 
amount of shelving was used on 
brackets at the back of the window, 
which permited of the showing of a 
large amount of goods, without giv- 
ing an overcrowded effect. 

“Red crepe paper panels over the 
lights at the top of the window, and 
white glazed paper with red rope 
trimmings on all shelves and floor 
gave a very brilliant effect. 

“Every article was priced and the 


Works, Fourth and Cedar 
Avenues, Wyandotte, near Detroit, 
Michigan. The loss, which includes 
machinery and stock stored in the 
building, was estimated at $500,000 
by Thomas H. Conway, President 
of the Company. 

The blaze burned several hours, 
endangering at times another fac- 
tory unit of the company across the: 
street. Fire companies from Wyan- 
dotte, River Rouge and Ecorse were 
unable to get the flames under con- 
trol. 

The building, which was of sup- 


Stove 
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posedly fireproof construction, had 
been used as the stove manufactur- 
ing unit of the Company for a year 
and a half. At the time the build- 


ing was taken over by the Company 
it was completely fitted out with new 
equipment. The loss is covered by 
insurance. 


Pennsylvania Railroad Has Arranged to Operate 
Hardware Special to Atlantic City. 


. Special Train Will Leave Chicago from Union 
Station, Sunday, October 12, at I] P. M. 


OR the accommodation of dele- 

gates and others attending the 
annual conventions of the National 
Hardware Association, the Ameri- 
can Hardware Manufacturers’ As- 
sociation and allied organizations, to 
be held in Atlantic City, New Jer- 
sey, October 13 to 17; the Pennsyl- 
vania Railroad System is arranging 
the operation of a special de luxe 
train, composed of modern all-steel 
equipment, including club, open-sec- 
tion, compartment, drawing room 
and observation cars, with dining 
car service for all meals. 

The special train will leave Chi- 
cago, Union Station, Canal and 
Adams Streets, Sunday, October 
12th, 1 P. M., central standard 
time, arriving in Atlantic City, New 
Jersey, 9:40 A. M., the following 
morning. 

A reduced fare of one and one- 
half for the round trip on the iden- 
tification certificate plan has been 
authorized for the meeting. Upon 
presentation of proper certificate of 
identification, which can be secured 
from Secretary T. J. Fernley, 505 
Arch Street, Philadelphia, to your 
home ticket agent, you can purchase 
a round trip ticket at the reduced 
rate. Selling dates of the conven- 
tion tickets in Central Passenger As- 
sociation territory are October 9 to 
15th, inclusive ; tickets must be val- 
idated at destination and bear a final 
return limit of October 23rd. 

One-way railroad fare, Chicago 
to Atlantic City, is $31.52; round 
trip on the above plan, $47.28. Pull- 


‘man fares to Atlantic City are: 


Lower berth, $9; upper berth, 
$7.20; compartment, $25.50, and 
drawing room, $31.50. Consult lo- 
cal ticket agent relative to fares, 
selling dates and final return limit 


applying from your home city; also 
details covering side trip to New 
York city, which can be made from 
Atlantic City, or Philadelphia. 
Another notable feature is the fact 
that tickets to the east, if routed via 
the Pennsylvania Railroad, will be 
honored by way of Baltimore and 
Washington without additional 
charge. This will enable you to take 
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advantage of a stop-over at those 
cities, as well as many other impor- 


tant stop-over points on the return 


trip. 

Reservations should be mailed or 
phoned to W. E. Blachley, Division 
Passenger Agent, 323 South Wells 
Street, Chicago; Telephone, Cep. 
tral 7200, Local 192. 





Penn Hardware, Reading, 
Secures Permit for | 


New Building. 


The Penn Hardware Company, 
Reading, Pennsylvania, has taken 
out a permit for the building of a 
large factory annex to its plant. The 
cost is estimated at $61,800. 

The structure will be brick, steel 
and concrete, one story high and 100 
by 300 feet. 


How Do You Greet and Treat the Salesmen 
Who Call on You From Time to Time? 


They May Have Some Ideas That Will Make 
You a Lot of Money, So Treat ’em Right. 


~_ that’s a snappy little gas 
wagon you’ve been getting for 
yourself and your better half,” said 
Josh Billings to Harry Munson, the 
local hardware dealer, whom he had 
picked up on the road half way be- 
tween Lima and Connersville. 

“Yes, it’s quite a doggie little 
car,” responded Harry with gusto 
and enthusiasm. “It sure can travel, 
too, let me tell you.” Josh was the 
hardware salesman who had been 
making that territory for some time 
and he knew most of the hardware 
men for miles around. He knew 
their good and bad points, too, ob- 
servant cuss that he was. 

Billings had invited Harry into 
the former’s car to give him a lift 
and found that Harry was bound 
for the same destination for which 
he himself was headed. 

“The trouble is,” said Josh to 
Harry, after they had been talking 
for some time, “you hardware men 
always get the idea that when we 
salesmen try to make suggestions to 
you we’re trying to run your busi- 
ness. We salesmen are not try- 


ing to run your business, we’re sim- 
ply trying to mind our own business 
and part of our business is to ad- 
vise you and your brothers what 
to buy and how much you ought to 
lay in stock. 

“You see, Harry, we’re in a posi- 
tion to know what the fellow who 
is a little ahead of you is doing and 
what his demand is; therefore, it 
seems only reasonable to expect us 
to know about how soon the demand 
will reach you and how great that 
demand will be. 

“We don’t want to sell you fel- 
lows too much merchandise, because 
it’s to our advantage not to. If we 
sell you only as much as we have 
good reason to think you, in turn, 
can sell within a reasonable length 
of time, then we win your confi- 
dence and are able to sell you again 
the next time we make our appear- 
ance. On the other hand, if we 
were to sell you as much as we 
could possibly persuade you to buy, 
you could not possibly move all of 
the stuff. Result, we, perhaps, would 
get our money only after a long 
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wait, causing hard feelings and en- 
mity. It is certain we could never 
sell you another order, and we can’t 
do business on that basis. We'd be 
out of the running in short order. 

“When a salesman comes into 
your office, don’t give him the cold 
shoulder even if he is the fourth or 
fifth that day—or even the tenth. He 
may have some good suggestions 
which will make you a lot of money. 
Courtesy to the knights of the brief 
case and samples is demanded of 
you. You cannot afford to treat 
them otherwise.” 

“Well, here we are,” said Josh, 
as he sprang out of the driver’s seat 
of his car. “I’m glad to have had 
your company. I'll be over and see 
you one day next week and you'll 
have to have luncheon with me, 
Harry, because I’ve got a lot of real 
stuff for you this time. And I don’t 
mean if. Goodby.” 





Where Can I Get Repairs for 
“New Drummer” Lawn Mower? 


To AMERICAN ARTISAN: 

Kindly inform me where I can 
secure repairs for the “New Drum- 
mer” lawn mower. 

Yours truly, 
RoBerT BOLLEN. 





Reading for Diversion and Profit 
Necessary for Success. 


Intelligent forcasting of business 
movements, practical interpretation 
of present-day events, the under- 
standing of social and business 
movements, are not possible without 
carefully selected reading, according 
to J. H. Tregoe, executive manager, 
National Association of Credit Men. 
No human mind was ever created 
that could function at its best with- 
out fuel. Reading and experience 
feed the mind and they complement 
one another. By reading we inter- 
pret our experiences. 


The business man thinks often- 
times that he has done his full duty 
in running over the morning and 
afternoon newspapers, studying his 
trade publication, getting the stock 
or market quotations. But he sees 
how insufficient this is when he real- 
izes that an understanding of the 
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many currents that came together in 
the disastrous maelstrom of 1914 is 
not possible for anyone who has not 
read Europe’s political history since 
the Berlin Congress of 1878. 
Reading does not simply furnish 
facts and information. Its best use 
is in encouraging the orderly and 
critical functioning of the mind. 
Nothing should be read that is not 
reflected upon, for in_ reflection 
comes the real educative progress. 


A man 1 know wanted to study 
law because he felt that a knowl- 
edge of legal principles would prove 
helpful in his work. In a four 
years’ course at a university he se- 
cured the training, though all his 
reading had to be done to and from 
his work on the street cars. Let us 
assign a small part of each day or 
a little part of each week to general 
reading which embraces especially 
the subject that we believe will help 
us most in grasping the trend of 
present-day events and make us 
more proficient in our profession. 
The result will be ample recompense 
for every sacrifice made. 

My feeling is that many mistakes 
are made in business and finance be- 
cause there has not been a sufficient 
background of facts upon which to 
forecast the future and to interpret 
the tendency of each day’s events. 
Carefully selected reading will help 
overcome this weakness. 





You Can’t Dodge 
Death or Taxes. 


There are two things you cannot 
dodge—death and taxes. However, 
taxes may be the death of your busi- 
ness if you do not make adequate 
provision for them. 

You cannot treat taxes and insur- 
ance with indifference despite the 
fact that they are considerably 
lower than many of the other ex- 
penses incurred in the operation of 
your store. 

Business men are gradually be- 
coming aware of the real value of 
comparable statistics and familiar 
with the ways in which they may be 
employed. For that reason a spe- 
cial method of handling taxes and 
insurance is being advocated con- 
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tinually by the leading authorities 
engaged in studying the costs of 
doing business, Briefly, this meth- 
od is as follows: 

If you are a store owner you pay 
more taxes and insurance than if 
you paid rent. To attain compara- 
ble figures your tax account should 
include only city, county and state 
taxes on merchandise, equipment 
and capital stock. Taxes on real es- 
tate are considered as part of rent; 
while federal and state income taxes 
are properly classified under “finan- 
cial expense.” Your insurance ac- 
count should embrace all kinds of 
insurance except insurance on build- 
ings, which should be considered as 
part of rent. 

Inasmuch as all of our authorities 
do not classify “taxes” and “insur- 
ance” separately, we have consol- 
idated these items on the opposite 
page. The summary of this series 
will give separate classifications in 
all possible cases. 





Fake “‘Direct-to-Consumer”’ 
Stores Are Enjoined by 
Federal Trade Commission. 


Four Philadelphia concerns sell- 
ing furniture at retail are cited for 
unfair methods of competition in 
separate complaints issued by the 
commission. The complaints allege 
in each instance that the firms use 
various false and misleading state- 
ments in advertising matter to the 
effect that their customers in buy- 
ing from them deal direct with the 
manufacturers, thereby saving the 
middlemen’s profit. 

















National Hardware Association Con- 
vention, Atlantic City, New Jersey, Octo- 
ber 13, 14, 15, 16, 17, 1924. Hotel Head- 
quarters, Marlborough-Blenhein. T. J. 
Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia. 

American Hardware Manufacturers 
Association Convention, Atlantic City, 
New Jersey, October 14, 15, 16, 17, 1924. 
Hotel Headquarters, Marlborough-Blen- 
heim. F. D. Mitchell, Secretary-Treas- 
urer, 1819 Broadway, New York City. 

Mid-Year Meeting of the Nationa 
Warm Air Heating and Ventilating As- 
sociation and Dedication of the Warm 
Air Heating Research Residence, Ur- 
bana, Illinois, December 2, 1924. Allen 
A Williams, Secretary, Columbus, 

hio. 
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Perfecting Stove Sales Organization Must T ake 


Cognizance of Personal Element. 


Salesman’s State of Health Has Direct Bearing 
Upon His Attitude Toward Customers and Sales. 


E’VE heard a lot about im- 

proved stove selling methods in 
the recent past. A good deal has 
been said about getting the selling 
machine to work at its highest ef- 
ficiency, especially now when the 
cold weather is setting in and when 
consequently the demand for stoves 
will be automatically increased, 
while sales resistance is at the same 
time lessened. 

Is it possible that in the mad rush 
for an increase of stove business 
the personal efficiency element has 
been overlooked or neglected? Per- 
haps not in every organization, but 
nevertheless a thorough investiga- 
tion into the self-quiz idea will be 
beneficial to every stove salesman 
at the outset. 

Perhaps you're not one of those 
physical culture “cranks” and feel 
that you can put in your time to a 
far better advantage than by doing 
physical calesthentics. Physical ex- 
ercise, however, is beneficial if it 
is taken moderately and not over- 
done. 


Many men are of the opinion that 
physical exercise does nothing but 
develop muscle. And as their work 
is chiefly mental the development of 
a perfect stature is not essential or 
necessary to their welfare and suc- 
cess. 

Of course, the belief that physical 
exercise is desirable only for those 
who wish an exaggerated muscular 
development is fallacious. The en- 
tire human body—muscle, tissue and 
brain—is fed and nourished through 
the circulation of the blood. There- 
fore, the primary requisite is a good 
circulation. While strong muscles 
demand and receive good nourish- 
ing food, the mind, being fed by the 


same blood, receives better nourish- 
ment likewise, and, therefore, the 
mind is better able to produce in- 
creased activity. 

Then, too, there is another phase 
to the question. 


The man who ex- 


ercises moderately increases the ac- 
tivity of his respiratory organs, 
which, in turn, brings more fresh 
air into his lungs. This, in turn, 
produces better digestive action and 
the whole system is brought to a 
higher state of efficiency with the re- 
sult that Mr. Stove Salesman feels 
fine, is agreeable, cheerful and car- 
ries a smile for his customers. He 
also carries himself more erect, 
which, in turn, begets confidence 
and respect. More sales are made 
and everybody profits. 

Now, this may be a slight digres- 
sion from the ordinary run of sales 
story and then, too, you may al- 
ready be a firm enthusiast in the 
physical culture idea. It’s an ex- 
cellent idea, however, to stop dead 
in your tracks once in a while, sit 
down and start an examination of 
yourself physically. You will be 
the inquisitor and the one being ex- 
amined at the same time, so that 


you can be as ruthless as you like, 


but you'll find that if you’re honest 
with yourself you'll profit most 
when you’ve got yourself into the 
habit of taking some light form of 
exercise every morning. It won't 
take over ten minutes and you sure- 
ly can afford that amount. of time 
for anything which has to do with 
your own personal health. 


It Pays Well to Tele 
Care That Stoves Are 
Properly Installed. 


It is a poor merchant who loses 
interest when the sale is made and 
the delivery date secured. Satisfac- 
tion and future stove business both 
depend very largely on the proper 
installation of the stove. The mer- 
chant should make it a point to see 
that the stove is set up under con- 
ditions which will absolutely guar- 
antee its satisfactory operation. The 
customer should be carefully in- 
formed in detail as to the workings 
of the grates, dampers, draft slides, 
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etc. If the customer wishes the 
stove placed where the man jp 
charge of the installation thinks jt 
might not work properly, he should 
carefully explain the situation and 
get consent for a change of loca- 
tion. Sometimes the chimney jg 
poor, or other conditions are not 
right for a proper draft. He should 
then suggest the various things a 
housewife may have to contend with 
and suggest remedies. If it happens 
afterward that the stove does not 
bake or draw properly, the customer 
knows the reason and does not con- 
demn the stove or lose confidence in 
the dealer. It is safe to say that 
fully 90 per cent of all stove com- 
plaints can be traced to improper 
selling or installing. <A little care 
will cut such complaints very ma- 
terially. 


Felix Kahn, President Estate 
Company for 25 Years, Has 
Passed to His Reward. 


Many of the old timers in the 
stove manufacturing business will 
learn with regret that Felix Kahn, 
President of the Estate Stove Com- 
pany, Hamilton, Ohio, has passed 
on at his home in Cincinnati. 

Mr. Kahn was sick about two 
weeks, death being due chiefly to 
complications brought on by his age. 
He was 76 years old, having been 
born in France. 


There Is Room for 
Defeat, But None 
for Discouragement. 

Winning in any enterprise isn’t 
just a matter of never being knocked 
down. It is, however, a matter of 
scrambling to your feet again the 
minute you are knocked down and 
getting back into the scrimmag:. 
This is true of implement selling, 
stove selling, as of anything else that 
calls for effort; and should be re- 
membered especially by the “out- 
side salesman” for the hardware 
store. There is room for defeat, 
but none for discouragement—that 
is; if you mean to win out in the 
long run. 


It pays to advertise regularly. 
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Make Your Advertisements More Than ‘Enough Picture 


and Copy to Fill Space. 


Give Them the Best Possible Chance 
to Sell the Greatest Number of People. 


OR a very clever advertising 
layout, peruse the accompany- 
ing reprinted ad of Vonnegut Hard- 
ware Company. For a cooking uten- 
you in mind of that wonderful din- 


you instead of going to some other 
store when planning to build. Now- 
adays people either shop where they 
can get the best bargains or where 
they get the best quality and serv- 





| Good Cooking Deserves Good Cooking 
| Utensils—Get Them at Vonnegut’s 
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Percolators ] 
A handedme sdditog for any 
lable, besides brewing a better 
Grink with tees coffee. Let us 
show you some in either nickel 
or aluminum, Stove styles start 
at 62.99. Electric. Percols- 
tors are 65.28 up 
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120-124 East ‘Washington Street: | 








sil display it can’t be improved upon. 
Note the headline and the clever 
suggestive insert just below it. Puts 
ner you had at the occaston of your 
second wedding anniversary. Starts 
you off by associating the good food 
with good cooking utensils. 

There is everything there with 
which to prepare a meal, the stove 
with the Red Wheel included. Prices 
are quoted so that there would be 
no hesitation in this respect. 


aK * 


In these days of keen competition 
it is hardly sufficient to say in your 
advertisement that you are head- 
quarters for the goods you carry. 
You may be headquarters, but what 
about it. Supposing a competitor 
also says he’s headquarters, what 
about that ? 

You've got to give your prospec- 
tive customer a reason for seeing 


ice obtainable for the money they 
have to spend. 

When the advertisement fails to 
appeal to the customer through one 








We are headauarters for 


iB QUALITY BUILDERS 
HARDWARE 








See Us If You Pian ts Walla 


JNO. C. FISCHER CO. 


Washiggton at Maly Main at Washington 











of these main avenues it has failed 
in its ultimate purpose—to bring the 
customer to the store, in order that 
the salesman will have a chance to 
exercise his ability and ingenuity. 





Perhaps there was some special 
circumstance for which the accom- 


panying advertisement, taken from 
the Ann Arbor, Michigan, News, 
was used, and in that case it un- 
doubtedly served its owner well. But 
under ordinary circumstances it is 
hard to see how the ad could do 
more than keep the firm name be- 
fore the public. 
2 « 

“Saturday Specials.” Many stores 
run these and find them exceeding- 
ly helpful in bringing patrons into 
the store. 

The accompanying illustration 
shows an advertisement of a Sat- 
urday special taken from the Hol- 
land, Michigan, Sentinel. 

Here is not only one item of- 
fered at reduced prices, but five. 
merchandising 


adopting 


This is 


SATURDAY SPECIALS! 


AUTO SPOTLIGHTS 
Wooy en ate $1.95 


6 inch slip joint plyers, made of steel, dull nickeled 
finish. Ae for auto and all around work. 


19¢ 


Imported Rubber Insulated Handle side cutting 
electrical plyers, 7-inch. 


65c 


Dust Mops with long handles. For varnished, 
waxed or Jinolam floors. 


each 50c 


Berry Bros. celebrated auto colored varnish in 
various colors for autos, — buggies, fur. 
niture,chsirs, etc., A liberal discount for Satur- 
day. in quarts, pints and half pints. 


John Nies’ Sons Hardware 
COMPANY 














methods used by the big department 
stores, which is a good practice 
wherever it can be done profitably. 

Many people never buy merchan- 
dise unless they see the price re- 
duced. These folks are shrewd buy- 
ers and it will pay the storekeeper 
to cultivate their trade. 

* * x 


If you can’t keep your temper, 
you can’t keep your customers. Peo- 
ple will not do business with a sales- 
man who becomes angry, or even 
irritable. 








36 AMERICAN 


Perfecting Stove Sales Organization Must Take 


Cognizance of Personal Element. 


Salesman’s State of Health Has Direct Bearing 
Upon His Attitude Toward Customers and Sales. 


E’VE heard a lot about im- 

proved stove selling methods in 
the recent past. A good deal has 
been said about getting the selling 
machine to work at its highest ef- 
ficiency, especially now when the 
cold weather is setting in and when 
consequently the demand for stoves 
will be automatically increased, 
while sales resistance is at the same 
time lessened. 

Is it possible that in the mad rush 
for an increase of stove business 
the personal efficiency element has 
been overlooked or neglected? Per- 
haps not in every organization, but 
nevertheless a thorough investiga- 
tion into the self-quiz idea will be 
beneficial to every stove salesman 
at the outset. 

Perhaps you're not one of those 
physical culture “cranks” and feel 
that you can put in your time to a 
far better advantage than by doing 
physical calesthentics. Physical ex- 
ercise, however, is beneficial if it 
is taken moderately and not over- 
done. 

Many men are of the opinion that 
physical exercise does nothing but 
develop muscle. And as their work 
is chiefly mental the development of 
a perfect stature is not essential or 
necessary to their welfare and suc- 
cess. 

Of course, the belief that physical 
exercise is desirable only for those 
who wish an exaggerated muscular 
development is fallacious. The en- 
tire human body—muscle, tissue and 
brain—is fed and nourished through 
the circulation of the blood. There- 
fore, the primary requisite is a good 
circulation. While strong muscles 
demand and receive good nourish- 
ing food, the mind, being fed by the 
same blood, receives better nourish- 
ment likewise, and, therefore, the 
mind is better able to produce in- 
creased activity. 

Then, too, there is another phase 
to the question. The man who ex- 


ercises moderately increases the ac- 
tivity of his respiratory organs, 
which, in turn, brings more fresh 
air into his lungs. This, in turn, 
produces better digestive action and 
the whole system is brought to a 
higher state of efficiency with the re- 
sult that Mr. Stove Salesman feels 
fine, is agreeable, cheerful and car- 
ries a smile for his customers. He 
also carries himself more erect, 
which, in turn, begets confidence 
and respect. More sales are made 
and everybody profits. 

Now, this may be a slight digres- 
sion from the ordinary run of sales 
story and then, too, you may al- 
ready be a firm enthusiast in the 
physical culture idea. It’s an ex- 
cellent idea, however, to stop dead 
in your tracks once in a while, sit 
down and start an examination of 
yourself physically. You will be 
the inquisitor and the one being ex- 
amined at the same time, so that 


you can be as ruthless as you like, 


but you'll find that if you’re honest 
with yourself profit most 
when you’ve got yourself into the 
habit of taking some light form of 
It won't 


you'll 


exercise every morning. 
take over ten minutes and you sure- 
ly can afford that amount. of time 
for anything which has to do with 
your own personal health. 


It Pays Well le Tale 
Care That Stoves Are 
Properly Installed. 


It is a poor merchant who loses 
interest when the sale is made and 
the delivery date secured. Satisfac- 
tion and future stove business both 
depend very largely on the proper 
installation of the stove. The mer- 
chant should make it a point to see 
that the stove is set up under con- 
ditions which will absolutely guar- 
antee its satisfactory operation. The 
customer should be carefully in- 
formed in detail as to the workings 
of the grates, dampers, draft slides, 
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etc. If the customer wishes the 
stove placed where the man jp 
charge of the installation thinks it 
might not work properly, he should 
carefully explain the situation and 
get consent for a change of loca. 
tion. Sometimes the chimney jg 
poor, or other conditions are not 
right for a proper draft. He should 
then suggest the various things q 
housewife may have to contend with 
and suggest remedies. If it happens 
afterward that the stove does not 
bake or draw properly, the customer 
knows the reason and does not con- 
demn the stove or lose confidence in 
the dealer. It is safe to say that 
fully 90 per cent of all stove com- 
plaints can be traced to improper 
selling or installing. A little care 
will cut such complaints very ma- 
terially. 


Felix Kahn, President Estate 
Company for 25 Years, Has 
Passed to His Reward. 


Many of the old timers in the 
stove manufacturing business will 
learn with regret that Felix Kahn, 
President of the Estate Stove Com- 
pany, Hamilton, Ohio, has passed 
on at his home in Cincinnati. 

Mr. Kahn was sick about two 
weeks, death being due chiefly to 
complications brought on by his age. 
He was 76 years old, having been 
born in France. 


There Is Room for 
Defeat, But None 
for Discouragement. 

Winning in any enterprise isn't 
just a matter of never being knocked 
down. It is, however, a matter of 
scrambling to your feet again the 
minute you are knocked down and 
getting back into the scrimmag?. 
This is true of implement selling, 
stove selling, as of anything else that 
calls for effort; and should be re- 
membered especially by the “out- 
side salesman” for the hardware 
store. There is room for defeat, 
but none for discouragement—that 
is; if you mean to win out in the 
long run. 


It pays to advertise regularly. 
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Make Your Advertisements More Than ‘Enough Picture 
and Copy to Fill Space. 


Give Them the Best Possible Chance 
to Sell the Greatest Number of People. 


OR a very clever advertising 

layout, peruse the accompany- 
ing reprinted ad of Vonnegut Hard- 
ware Company. For a cooking uten- 
you in mind of that wonderful din- 


you instead of going to some other 
store when planning to build. Now- 
adays people either shop where they 
can get the best bargains or where 
they get the best quality and serv- 





| Good Cooking Deserves Gees Cechies 
Utensils—Get Them at Vonnegut’s 
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Percolators 
A handedme sdditop for any 
lable, besides brewing « better 
Grink with dees coffee. Let us 
show you some in either nickel 
or aluminum, Stove styles start 
at 62.99. Electric. Percols- 
tors are 88.28 up 
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sil display it can’t be improved upon. 
Note the headline and the clever 
suggestive insert just below it. Puts 
ner you had at the occaston of your 
second wedding anniversary. Starts 
you off by associating the good food 
with good cooking utensils. 

There is everything there with 
which to prepare a meal, the stove 
with the Red Wheel included. Prices 
are quoted so that there would be 
no hesitation in this respect. 


a: ok ok 


In these days of keen competition 
it is hardly sufficient to say in your 
advertisement that you are head- 
quarters for the goods you carry. 
You may be headquarters, but what 
about it. Supposing a competitor 
also says he’s headquarters, what 
about that ? 

You've got to give your prospec- 
tive customer a reason for seeing 





ice obtainable for the money they 
have to spend. 

When the advertisement fails to 
appeal to the customer through one 

















of these main avenues it has failed 
in its ultimate purpose—to bring the 
customer to the store, in order that 
the salesman will have a chance to 
exercise his ability and ingenuity. 
Perhaps there was some special 
circumstance for which the accom- 


taken from 
Ne ws, 


was used, and in that case it un- 


panying advertisement, 
the Ann Arbor, Michigan, 
doubtedly served its owner well. But 
under ordinary circumstances it is 
hard to see how the ad could do 
more than keep the firm name be- 
fore the public. 
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“Saturday Specials.” Many stores 
run these and find them exceeding- 
ly helpful in bringing patrons into 
the store. 

The accompanying illustration 
shows an advertisement of a Sat- 
urday special taken from the Hol- 
land, Michigan, Sentinel. 

Here is not only one item of- 
but five. 


merchandising 


fered at reduced prices, 
adopting 


This is 





SATURDAY SPECIALS! 


AUTO SPOTLIGHTS 


woven det= $1.05 


6-inch slip joint plyers, made of steel, dull nickeled 
finish. Useful for auto and all around work. 


19¢ 


Imported Rubber Insulated Handle side cutting 
electrical plyers, 7-inch. 





65c 
Dust Mops with long handles. For varnished, 
waxed or linoleum floors. 
each 50c 
Berry Bros. celebrated auto —— varnish in 
various colors for ry any ome IR 
niture,chsirs, etc., discount. 


day. In quarts, pints aa half pints. 


John Nies’ Sons Hardware 
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methods used by the big department 
stores, which is a good practice 
wherever it can be done profitably. 

Many people never buy merchan- 
dise unless they see the price re- 
duced. These folks are shrewd buy- 
ers and it will pay the storekeeper 
to cultivate their trade. 

* ok ok 


If you can’t keep your temper, 
you can’t keep your customers. Peo- 
ple will not do business with a sales- 
man who becomes or even 


irritable. 


angry, 
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Chicago Waréhouse Prices on Hardware and Metals. 
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is the only 


publication containing Western Hardware and Metal prices corrected weekly, 





PIG IRON. 
Chicago Foundry .........- $20 50 
Southern Fdy. No. 

- weesnmeswekmena 23 51 to 26 01 
Lake Superior Charcoal.... 29 04 
Malleable cccccccccccecs eoes 20 60 

FIRST eat! BRIGHT 
PLATES. 
Ic 20x28 112 sheets 25 80 
IX SE esececccceee OF Oe 
Ixx 20x28 656 sheets 15 35 
(XxX SORBS.ccccccccce 36 46 


IXXXX 20x28.......0.-. 17 66 
TERNE PLATES 


Per Box 
IC 20x28, 40-lb. 112 sheets $25 10 
IX 20x28, 40-lb “ = 28 00 
IC 20x28, 30-lb. “ we 21 30 
IX 20x28, 30-lb. “ pod 24 20 
IC 20x28, 25-lb. “ » 20 30 
TX 20x28, 25-lb. “* - 23 20 
iC 20x28, 20-lb. “* 7 17 80 
IV 20x28, 20-lb. “ - 20 65 
IC 20x28, 15-lb. “ = 16 55 
IC 20x28, 12-lb. “ we 15 25 


IC 20x28, 8-lb. “ = 13 65 


COKE PLATES. 
Cokes, 80 Ibs., base, 20x28.$12 70 
Cokes, 90 Ibs., base, 20x28. 12 95 
Cokes, 100 Ibs., base, 20x28. 13 25 
Cokes, 107 Ibs., base, IC 
20x28 cocccce 18 60 
Cokes, 135 ‘Tbs., ‘base, Ix 
20x28 


tee ton epee 15 40 

re bs ibs., ‘base, 56 8 8 

Cokes, ‘176 ‘ibs., ‘base, 66" mane 
Cokes, 295 ‘Ths, base, 

peeve terscan epee «-- 10 65 


BLUE ANNEALED SHEETS. 
Base 10 ga. .....per 100 lbs, 3 80 


ONE PASS COLD ROLLED 
BLACK. 
No. 18-20.......per 100 Ibs. $4 30 


No, 22-24....... per100 lbs. 4 35 
No. 26..........per100 lbs. 4 40 
No. 27......++..per100 Ibs. 4 456 
No. 28.........-per100 lbs. 4 50 
ce ae +es--Per 100 Ibs. 4 60 
GALVANIZED. 
Dem. BOucccsseeta per 100 lbs. $4 75 
No. 18-20....... per 100 lbs. 4 90 
See SEO. cee --Per100Ilbs. 5 05 
a. Miasedenee --Per100lbs. 5 20 
mn Meeccssooeed per 100 Ibs. 5 35 
me. Beocceneeded per 100 lbs. 5 50 
we. BO. cee -»-Per 100 lbs. 6 00 


BAR SOLDER. 


Warranted. 
en esaveaes per 100 lbs. 30 00 
Commercial. 
. arr per 100 Ibs. 29 00 
Plumbers --per 100 Ibs. 28 25 
ZINC. 
OE icc deadeeen awed eca 7 25 
SHEET ZINC. 

Cask lots, stock, 100 Ibs.... 11 50 
Less than cask lots, 100 Ibs. 11 85 
BRASS. 

Sheets, Chicago base........17%c 
DE Séncvecewieaeen ewe 16%c 
Tubing, brazed bas..e...... 24%c 
i - <cadeau@urs neu tee 17%c 
Pn Pe cehnsneed ances ame 145%c 
COPPER. 

Sheets, Chicago base....... 19 %c 
ee ee 19 %c 


Tubing, ‘quaanionn ae 22%ec 
Wire, No. 9 & 10 B. & S. Ga. 


LEAD. 
Mmperteen FOE scccccecccses 9 50 
MD sageeksedeteeataendbaee 10 50 
Sheet. 
Full Coils --Per 100 lbs. 12 15 
Cut Coils --per 100 lbs. 12 40 
TIN. 
et Oe : oiweda per 100 Ibs. 52 87% 
Bar Tin ......per 100 Ibs. 53 87% 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Coopers’. 
Barten’s .cccccccccccccccs cet 
White’s ....... ooveeeececees Net 
AMMUNITION. 
Shells, Loaded, Peters 
Loaded with Black Powder 18% 
Loaded with Smokeless 
POE ccccccvccscecs ~--18% 
Winchester. 


Smokeless Repeater 

Grade Orr  : T ) 
Smokeless Leader 

Grade ..... meeeeeuns 20 & 4% 
Black Powder ........20&4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7% 
9-10 gauge 10&7% 
- 11-28 gauge 10&7% 


HR 2 


ASBESTOS. 


Paper up to 1/16......6c per Ib. 
Rollboard ...... oeeee-6%O per Ib. 
Miliboard 3/32 to %....6c per Ib. 
Corrugated Paper (250 

sq. ft. to roll)....$6.00 per roll 


AUGERS. 
Boring Machine ... --40&10% 
Carpenter’s Nut sieeaaesoauee 
Hollow. 
Stearns, No. 4, doz......$11 50 
Post Hole. 


Iwan’s Post Hole and Well 35% 
Vaughan’s, 4 to 9 in....$15 60 


AXES. 


First Quality, Single 
Bitted (unhandled), 3 to 
4 Ib., per doz.........$14 00 
Gcod gens “wolet 
Bitted, same weight, per 


GOR, ccccccoccdecccccces 00 
BARS, CROW. 
Steel, 4 ft., 10 Ib..... acc. 
Steel, 5 ft., 18 Ib.......-+-- 1 40 
Pinch Bars, 
5% ft., 24 Ib..... peer rr 1 60 


V. & B. No, 12......+----$0 30 

V. & B. NO. 24...eee-000e- 0 42 

V. & B No. 824......++-+- 0 57 

Vv. & B. BO... eee eeeeee 0 48 

Vv. & B. No. 330........ «++ 0 63 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 30 
Screw Driver, No. 1. each 18 
Reamer, No. 80, each..... 45 
Reamer, No. 100, each.... 45 
Countersink, No. 13, each... 23 
Countersink, Nos. 14-15, each 30 


BLADES, SAW. 


ood. 

Atkins 30-in. 
NOB. coccce 40 26 
$8 90 $9 45 $5 40 


BLOCKS. 


Wooden ae 
Pastemt cccceccccces eberenden 45% 


BLOW TORCHES (See Firepots). 
BOARDS. 


Stove. 
Crystal, 887 ..cccccccccs $23 90 
Wash, 
No. 760, Banner Globe 
et «eoeee- por doz. $65 25 
—= Banner Globe 
"ad le) .......perdoz. 6 75 
No. $01, Brass King, 
‘ per doz. 8 25 
No. 360, Singie—Piain 
WUD esccccccesssoees 6 25 


Per Doz. ° 


BOLTS. 


e. 
Small, roll thread. 
Small and Large cut 


-- -60-10-5% 


CRORE ccccccscce eeccccee 50-5% 
Machine. 

Small, roll thread....... 5% 

Small, cut thread..... 50- 10. 5% 
 -asseuneaaee ccccccec 106% 


BRACES, RATCHET. 


Vv. & B. No. 444, 8 in......$4 54 
Vv. & B. No. 222, 8 in...... 3 89 
Vv. & B. No. 111, 8 in...... 3 55 
¥% &@ Mm We. Bh, BS Meocess 8 02 
BRUSHES. 
Hot Air Pi Cleaning. 
Bristle, with handle, each $0 85 
Flue Cleaning. 
Steel Only, each. csoccegn 3 
BURRS. 
Copper Burrs only........ 40-10% 
BUTTS. 


Steel, antique copper or dull 
brass finish—case lots— 
aS dozen pairs $3 66 
RP 4 92 

Heavy Bevel steel inside sets, 
case lots— 
seeeseees-per dozen sets 7 80 

Steel bit keyed frent peed 
SECS, GRE cccccccccsceccs 1 90 


Wrought brass bit keyed 
front door sets, each..... 3 26 
Cylinder front door sets, 
CEE 6566006 6088000060008 7 60 


CEMENT, FURNACE. 
American Seal, 5 Ib. cans, net$ 45 
50-lb. cans, 90 
25 lb. cans, “ 2 00 
Asbestos, 5 Ib. cans, net. 45 
POSTE cccccseces per 100 Ibs. 7 61 


CHAINS. 
% 7.  ~apeylingn coil cata, per 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 


WE. £46400669500060000 -30% 
Iwan’s Iron Mountain oniy. ot y}-4 
GONMEOE scccccccesess 30 to 40% 

CHISELS. 
Cold, 


V. & B. No. 26, % in., ea. $0 26 
Vv. & B. No. 25, % in., ea, 38 


Ye Point. 
B. No. 55, % in.... 0 38 
v. r B. No. 55, % in.... 0 45 
Firmer Bevelled, 
Round Nose. 
Vv. & B. No, 65, % in..... 0 33 
Vv. & B. No. 65, % in..... 0 45 
Socket Firmer. 


Cape 
V. & B, No. 50, % in cecces 0 31 
. & B. No. 60, % in..... 0 62 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 

BPUSVETS ccccses List less 35-40% 
Yankee, for Yankee Screw 

DUBVETD ccccccecccceccceeste OF 

CLAMPS, 

Adjustable. 

No. 100, Door (Stearns) 

_ reer ccccscece$as 00 

Carpenter’s. 

Steel Bar. -List price plus 20% 
Hose. 

Sherman’s brass, %-inch 


per doz. e cseooseee 4 
—— brass, % -inch, per 
Z. 


eecccccccccccccecse 1 20 


CLINKER TONGS. 


Front Rank, each........ --$1 75 
Per doz. 


ne 


CLIPS, 
Damper. 
— with tail pieces, 
Ph . santeracen ooo $l 25 
Non PRivet tail pieces, 
EF GW acdiensdcasceve 25 
COPPERS—Soldering. 
3 Ib nat Ft ’ 
. an eavier....per lb, 
SH Be cccec semouerea a a 
2 mh esesceeds eee “ 48 
1% Ib. evoecceoecces a 
1 Ib. oecdeesseese “ — 60¢ 
CORD. 


mf 7 Std. per doz. banks. 00 - 
a oO. 


CORNICE BRAKES. 


Cifease | Steel pending. 
os. a Was 44G00s enone 10% 


COUPLING HOSE, 
Brass ....+.++++++-per doz. $2 20 


CUT-OFFS, 
Kuehn’s Korrekt Kutoffs: 
Galv., plain, round or cor. rd. 
Standard gauge ...... +02 4% 
BE GBUBS ccccccccccccccccccle® 


DAMPERS. 
“Yankee” Hot Air. 


7 inch, each 20c, doz......$1 75 
._ = ~ a ~ ~weenee me 
> + 2 * wom ee 


a ” SOG, *° ccccee 8 OH 
Smoke Pipe. 


7 CR, GRR. cccvccccs cole 
x se @000080066s coon OO 
9 =  sacoveces cocce . 
10 - ~ eeeauess cosccce | 6@® 
12 ” = eevecccececos ow 8 
Reversible Check. 
S BE, Gis ccccceccses -+.$1 60 
9 = wT TET TTT TTT TTT 1 70 
DIGGERS. 
Post Hole. 
Iwan’s Split Handle 
(Eureka) 


4-ft. Handle..per doz. $14 00 
7-ft. Handle..per doz. 36 60 


Iwan’s Hercules pattern, 
POF GOS. wccccccccccees - 14 90 


DRILLS. 
Vv. & B. Star, 12-inch Length. 
%, 6/16 and %, each....$ 27 


MH. GROM cccccccccccesece 38 
SQ sstcascesecenaacos EE 
1%, COCR ccccccccccess a 
Vv. & B. Star, 18-inch Length. 
H, GRO cccccccecsccceses $ 36 
Te GRE ccccccccsess acne Sa 
1, each 00060eeeee0 Lanen Se 
1%, COCR cecccccccccccces 1 10 


MUIlCOPr .ncccccscccccecsscces 
Galv. Crimpedge, crated. .75-5% 


ELBOWS—Conductor Pipe. 


MIICOP ccccccccccccccccccgoce 
Galv., plain or corrugated, 
round flat. 
Crimp, Std. gauge......--- 65% 
26 Gauge ...cccsceccesrees 40% 
24 Gauge ....... an aceene 10% 
Square Corrugated. 
MilCOr ...cecccccccceeseee® 
Standard gauge aaseeel 50% 
BE BESS ccncvccvccecess . 30% 


Portico, Elbows. 
Standard Gauge Conductor Pipe, 
Plain or corrugated. 


Not nested ......-.- " 30 &5% 
Nested solid ......+++++ & 5% 
ELBOWS—Stove Pipe. 
1-piece Corrugated. Usiters. 
RO sccncecccta oer 
SORER ccccccce ceseceecesees EMD 
7-inch eeccceccoeseces ecce 
Special Corrugated. 
CR scensccensesesens oo 
TOMER ccdcsvesasces jaonenee 1 66 
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Business Improvement Gains Headway With Financial 


Conditions Favorable to Continuance. 


Non-Ferrous Metal Prices Go Lower Through the 
Week—Constructive News Comes from Market. 


HE steel industry has been 
thrown into some confusion by 
abandonment of the “Pittsburgh 
plus” price basis and adoption of a 
new price plan whereby steel prod- 
ucts are quoted either at the mills 
or delivered to the buyer’s plant. 
“The most significant changes in 
prices so far as they have developed 
are that buyers at Chicago will pay 
only $3 a net ton more than the 
Pittsburgh price on sheets and wire 
products, whereas heretofore they 
have paid $6.80 a net ton more,” 
the Iron Age says. “For wrought 
iron pipe there will be two prices, 
one for the Pittsburgh district and 
one for Lorain, Ohio. The new 
wire prices are the same for Pitts- 
burgh and Cleveland at $2.50 for 
plain wire and $2.75 a keg for nails, 
which is 5 cents below the recent 
quotation at Pittsburgh. 


“For plates, structural shapes and 
bars, prices have long been inde- 
pendent of Pittsburgh basing, with 
Chicago mills quoting $2 or $3 a ton 
above Pittsburgh prices, although 
the freight from Pittsburgh is $6.80. 

“The effect of the naming of mill 
or delivered prices will tend to lo- 
calize competition, it is believed,” 
the Iron Trade says. “Such a situa- 
tion is favorable to the Steel Cor- 
poration and may turn out to be of 
material benefit to the largest pro- 
ducer in a competitive way.” 


Copper. 

The feature of the week in cop- 
per was the break in price to 13.00 
cents, Connecticut, occasigned by 
the entrance of certain large agen- 
cies into the market. 

Some of the large consumers 
bought good sized tonnages when 
the market reached 13.00 cents, 
mostly for wire purposes. 

Zine. 

Prime western zinc have declined 

about 10 points. 


Sharp competition continues for 
orders from sheet galvanizers, with 
a tendency shown for orders to be- 
come quiet again, from those inter- 
ests that have been moderate buy- 
ers since the market was 6.20 cents 
down to today’s price of 6.12% 
cents, f. o. b. East St. Louis basis. 
Tin. 

Straits tin prices dropped another 
1% cents in the past week, follow- 
ing a previous 3-cent drop. 

A good volume of buying was 
done about a week ago by some of 
the large independent tin plate mak- 
ers, but as prices continued to de- 
cline buying fell off. 


Lead. 


Comparatively small offerings of 
prompt and October shipment lead 
at 7.85 cents, East St. Louis, in the 
recent dull market have sufficed to 
establish the market at that level. 

On eastern business, the quotation 
of the leading interest, 8.00 cents, 
New York, has been maintained. 


Sheets. 


The sheet market has been sus- 
pended in mid-air since the an- 
nouncement of the United States 
Steel Corporation that it would abol- 
ish Pittsburgh plus. 

Many consumers have inquired 
concerning the new prices and many 
have evidenced a desire to place 
some business on the books of local 
makers at this time. 

Business thus offered to one 
maker in this district has been taken 
on the old basis of 2.70 cents, Pitts- 
burgh, for blue annealed, 3.50 cents, 
Pittsburgh, for black and 4.70 cents, 
Pittsburgh, for galvanized. 


Tin Plate. 


As far as new business is con- 
cerned, the tin plate market con- 
tinues to drag. Shipments are being 
made at about the same rate as has 
prevailed for several weeks past. 


No inquiries have developed to 
create a real market test, and the 
official price continues unchanged at 
$5.50 per base box of 100 pounds, 
Pittsburgh, with only slight depar- 
tures from that level being noted. 
Tin plate stock lists are growing in 
a number of cases. 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $30.00; Commercial, 45-55, 
29.00, and Plumbers’, $28.25, all 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $19.00 to $19.50; 
old ‘iron axles, $25.00 to $26.00; 
steel springs, $20.50 to $21.00; No. 
1 wrought iron, $15.00 to $15.50; 
No. 1 cast, $16.50 to $17.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8 cents: 
light brass, 5 cents; lead, 6 cents; 
zinc, 31%4 cents, and cast aluminum, 
15 cents. 


Week Sees Fair Run of Orders 
Maintained in Pig Iron. 

The pig iron market report by 
Rogers, Brown & Company is as 
follows: 

“Interest in pig iron is being 
maintained and the week has seen 
a fair run of orders. While the 
activity has been more noticeable 
along the Atlantic seaboard, ‘some 
good tonnages were also placed in 
the Central West for shipment over 
the remainder of this year. For the 
most part, the iron is going to foun- 
dries influenced by car and railway 
equipment manufacturers. 

“First quarter tonnages are be- 
coming more and more prominent, 
although furnace companies are dis- 
couraging sales so far ahead, as they 
look for better prices later.” 
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Uniform, Collar Adjustable. 


Doz. 
GMD an ssi Cicdicccccececeeen ae 
SelM. cs cocccsccccccccscces & UO 
FeO ccccsece 2 60 
woop FACES—50% ‘oft’ list. 


soeeee 614% 
coccccece ooeee 68% 


FILES AND RASPS. 
Heller's (American) ......50-10% 
Amertecan erebeseccoseese OnE 
Arcade ..... eboencoescesen 
Black Diamond cceocoses wits 
Beagle ..ccccccccccccccceccece 
Great Western 
Kearney & Foot socceeseeeeaam 
McClellan homme tearonageembans 
Nicholaon ....ce.ceseccesseeebO% 
Simonds ......ceee erry 


Field Fence 
wn 


FIRE 
Ashton Mfg. Co. 
Complete line 
Firepots and Torches... .52% 
Otto Bernz Co. 
No, 1 Furn. Gasolene with 
large shield, 1 gal.....$ 6 75 
No. B Furn. "Kerosene, 
DOE, srcocnevecessucesoe OS OS 
No. 10 Brazier, Kerosene 
or Gasolene, 10 gals... 47 52 
No. 5 Torch, Gasolene or 


Kerosene, i Diccsescoes S US 
“= %} Torch, Gasslene, 1 5s 40 
No'$6 Torch, Gasolene, i 

Bit cccccccccccccecese 4 & 


Clayton & Lambert’s. 
East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
arillo, San ererent and cane 


Texas... % 
war of above ‘boundary “line 
Coeccecccccccccececoeceose 48% 
Geo. W. Diener Mfg. Co. Ea. 
No. 02 es warm, 1 
| -teaecn i aeenete ed $ 6 65 
No. 0250, "Kerosene or 
Gasolene Torch, 1 qt... 7 60 
No. 10 Tinners’ rn. 
Square tank, 1 gal..... 12 60 
No. 1 Tin — PE anoges 
Round — : cesee 28 8 
No. 21 Gas soldering 
Furnace .... osnesee “Se OO 
No. 110 Automatic Gas 
Soldering Furnace .... 10 50 


Double Blast Mfg. Co. 
Gasolene, Nos. 26 and 36...60% 
Quick Meal Stove Co. 
Vesuvius, F.O.B. St. Louis 30% 
(Extra Disct. for large 
quantities) 


Chas. A. Hones, Inc. 
Buzzer No. 


soreceeseee$ 9 00 
Z.ccccccccee 13 00 
22..cececeeee 13 50 
x 0 EB ccccccccee 165 08 
Bc cccccccce 19 OO 


FREEZERS—ICE CREAM. 

Peerless and Alaska 
BS cccccccecccesoccosee 8 

2 quart... 3 

S QUOTE ccccccccces 
White Mountain 

BS QUOTE cccccoccscccccce .-$4 85 

BS GOR coccccccccccceccese 6 OS 


GALVANIZED WARE. 
so (Competition), 8 qt...$1 95 


seeccccccccceee 8 46 


cocccee 4 10 


Me «6006640660666 eee 40 

BEER. cecccocsc ccecesosee 8 WO 

— tube, Me, 2....c.cce- 8 8B 
D uvhésécudéiawesneaed oo 8 ae 

No D Lerttedekecaseencdus 8 35 


GARAGE DOOR HARDWARE. 
GORMNET ccccccecccccecccocd St 


GAUGES. 
Marking, Mortise, etc........Nets 


og MPTT TT TTT ITT TTT. 


GIMLETS. 
Discount ...........65% and 10% 


GLASS. 
Single Strength, A26-in. 


Single Strength A, all other 
NEY. weno 0eseeeeseceeen 


85% 
Double Strength A, all sizes.86% 
GREASE, AXLE. 


1-lb. tins, 36 to case, sate 
=. = 24 to case, 
coccccccccccee FT OO 
b ting, 12 to case, 

a * secsnseeccoese 6 OO 
10-Ib. Gan, per dozen.... 10 40 
16-Ib. tins, per dozen.... 13 80 
26-Ib. tins, 


per dozez.... 19 80 


AMERICAN ARTISAN 


HAMMERS, HANDLED 


All V. and B. Each, net 
Blacksmiths’ Hand, No. 

DEO: scactcncsceopes ooee "$0 a 
Engineers’ No. 1, 26 oz..... 
Farrier’s, No. 7, 7-02....... +H 
Machinists’, No. 1, 7-0z.... 64 
Nail. 

Vasogiom, | No. * ag 

dceccccessccoes 1 42 


GBGR ccccccccesccceseccs 1 42 
& B., No. 11%; 16-0z., 
OO ceccenscecescstese 92 
Garden City, No. T11%, 16- 
0z., eac eecccccoccccce 69 
Tinner’s seoeting. m=. 1, 8- 
OB, COCR cccccccccceseces 71 
Shoe, Steel, ais 1, 13-oz. 
GOO ccccccccoocce eeeceece 71 
Tack. 
Magnetic. 
No. 5, 4-0z., each....... 78 
HAMMERS, HEAVY. 


Farrier’s, No. 10, 10-oz....$1 0) 


HANDLES, 
Axe. 


Hickory, No. 1....per doz. 00 


7 
Hickory, No. 3 00 
lst quality, second growth 6 00 
Special white, 2nd growth 56 00 
Chisel. 
Hickory, Tanged, Firmer 
assorted .........per doz. 55c 
_——, Socket, Firmer, 
orted ........per doz. 70c 
File ot ee $1 20 
Hammer and Hatchet. 
No. 1 per doz.............$0 90 
Second Growth hickory, 
BOP GOR, cccccccceseces 1 60 
Soldering. 
Pe  vstseewun ore fe 
HANGERS. 
Conductor Pipe. 
Milcor Perfection Wire....25% 
Eaves Trough. 
Steel hangers ........+...+-30% 
Triple Twist wire...........10% 
Milcor Eclipse Wire.........20% 
Milcor Triplex Wire..... - 


-15% 
Milcor Milwaukee Extension. 156% 
Milcor Steel] (galv. after form- 
ED EOE DEED ccccccccese 12%°, 
Milcor Selfiock E. T. Wire, 
That PlUB cccccccccccccs cee MG 


HASPS. 


Hinge, Wrought, with staples. 
Net 


HATCHETS. 
Vv. & B. Supersteel. 


Broad, No. 1, 24-oz......$1 63 
Half, No. 1, 15-oz........ 1 33 


Half, No. 3, 27-0%........ 1 44 
Claw, No. 1, 19-o0z........ 1 38 
Flooring, No. 1, 20-o0z..... 1 53 
Shingling, No. 1, 17-oz.... 1 28 
Lathing, No. 1, 14-oz.... 1 28 
Lathing, No. 2, 17-oz..... 1 33 
Vanadium Steel. 
Half, No. 2, 22-oz........$1 04 


Underhill Pattern Lathing, 
9 TOW, 19<OB, cecccccccce 8 24 


HINGES. 
Heavy Strap, in Bundles. 





4 inch, dozen prs, ........$1 26 

ii) cid cid 1 74 
os oe iT eo 3 12 
S, = ” - eescosese © Oe 


Extra Heavy T in Bundles. 
: inch, dozen prs. coccccces 


1 
cocccces 8 OR 
- » 7 eo ecocesee SO 
5 * ” eo lecccccss 6 
HOES, 
Garden ........ cccccccccccce] cM 
HOOKS. 
Box. 
Vv. & B. No, 1, each..... $0 26 
Conductor. 
Milcor ° 
“Direct Drive” ‘Wrought 
Iron for wood or brick 16% 
my. 
. and B. No. 1, each.. 26 


AND HARDWARE RECORD 


Bar Meat. 
V. and B. No. 26, “”, 
GREG .ncccccrece es 09 
Vv. and B. No. 23, "4" 
Screw Meat. 
V. & B. No. 2, per gro... 7 15 


Butchers’ “8.” 
Vv. & B. No. 6, each....... 09 
Vv. & B. No. é, each...... 13 


HOSE. 
%-in. 2 ply molded.. 


%-in. cord .... 
%-in. wrapped .... 


Per Ft. 
12c 

8%c to 10c 
l4c 


HUMIDIFIERS. 


“Front-Rank,” Automatic. 
In single lots ...... 
In lots of 10 or more.... 
In lots of 25 or more. .50-10% 
Vapor pans, etc., each..... 50% 


IRONS. 
Sad. 

Genuine Mrs. Potts, nickel 
plated, per set ........$1 
Asbestos No. 70, per set. 2 10 
Asbestos No. 100, per set. 2 30 

E, C. Stearns’, 
No. OA Corner, doz. sets. $2 50 
No. OB = 75 


KNIVES. 
Butcher. 
Beechwood Handles, 6-inch 
BURBS cccccccecs coeces ccd 
Beechwood Handle, 7-inch 
Beechwood "Handles, 3-inch 
500 eeeee OPE 
ones BGG ccccecccescc cde 
Drawing. 
Standard ......... ecccoces 25% 
Adjustable ...........45 -25% 
Barton’s Carpenters’ eee + 125% 
Hay. 


35% 
MURS ccccccces oe00ccesn 
Iwan’s Sickle Edge.. eat % 


Iwan’ 8 Solid Soest. . esses 


Iwan’s Imp’d Serrated. ee 25% 
Hedge. 
GHOMEMMO . .ccccccsccece 00+ 2 25% 
Disston’s No. 1........... -25% 
Putty. 
COMMON ..cccccccee oe 25% 
Lander’s ...... ee cece. 30% 
Scraping. 
Beech Handles ..... teens 25% 
EMRGEPS cccccces eoceeccece 25% 
KNOBS. 
Door, 
Mineral ..cccece --per doz. $2 00 
Porcelain ...... ee om 2 00 
BEE sincccccvess oe » 2 00 
LADDERS, 
Step. 
Common, per ft.........++.- 
Common, with Shelf, ‘ada 10c 
IXL escocccocccoccccoeee 
Challenge, 6 to 9 ft........56c 
10 to 16 ft...... cocceceececOe® 


Kant-Break, per lineal ft....75¢ 


LANTERNS. 
Per doz. 


Monarch tin, hot biast.....$ 8 26 
Dietz No. i] Koa blast..... 13 3 


Best tubu $6eneees 
Seas “mntorns No. 0 

tubular ...ccccee covccee 6 9B 

LAWN MOWERS. 

SOMME ccccccccccccecscosscne 
BEARER ccccccccce ccccoscoes © OS 
Ball Bearing. 

4 blade, adjustable bear- 

ing. 
14” 


LEATHER BELTING. 


From No. 1 Oak Tanned Butts. 
Extra 18-02. .......35% 
Heavy, L ‘wevescocconseee 
Medium, 144-08, ......+++.40% 
Light, 13-oz. .. 0% 


LEATHER LACING. 
Cut, strictly No. 1..... beeude 45% 


September 27, 1924 


LEVELS. 


Dissten, No. 28 Asst........ $22 05 

No, 18, 20 in., each 13 
No. 22, 24 in., each 240 
- Shafting, 6 in..... 19 iy) 


bad “ 6 in. gr. glass 24 9 
ag Sa SD Bes siacteu 6 % 
o Be. 8 Asst. ....00. - 12 4% 
“as 24-26 in., each..... 1 02 
= 28-30 in., each..... 1 0 
LIFTERS. 
Stove Cover. 
Copperes .nccccce per gro. $6 09 
BEE 60cécesess ” 4% 
LOCKS. 
Barn Door. 


No. 60 Stearn’s..per doz. $11 00 
No. 80 = ” 20 00 


MALLE} 
Carpenters’. 
Fibre Head No. 2, pem €nz.$12 00 
” No. 3, 15 60 
” No. 3%, “* 20 60 
Round Hickory, per 
doz. $3.0 90 


66000008 per doz. 


MATS, 
Door. 
National Rigid ..... 5 & 10 a 
Acme Steel Flexible ..... 


MITRES. 


Galvanized steel mitres, and 

caps, end pietes, outlets.. 
Milcor 
Galv. one piece stamped... 1£0% 


-309 


eee eee eee eee eee ee 


MOPS. 

Cotton, Star (Cut Ends). 
Pounds 12’ 15’ 18° 24'-3-ez. 
Per doz. $4 00 435 5 50 7 00 

Enterprise ........ PPrrreres tb 

DONE 6vcwcesdccereosed 50 & 56% 

NAILS. 

Me TEED “axutcunaswauaanned $4 55 

GEG BOG ccccccccccceccoves 4 66 

Wire. 

a 3 66 
Cement Coated .......... 3 00 
NETTING, POULTRY. 


oe vanized before weav- 


MB ccccccccccccccccecs 45-10% 
Gulvanized after weaving 45% 
NIPPERS. 

Nail Cutting. 

V. & B. No. 80......-.000+- 78 

Double Duty. 

V. & B. No. 64......- -+--81 08 
NOZZLES. 

Hose. 

Diamond .......- per doz. $5 75 
Magic ..ccccccccs ” 9 5e 
OILERS. 

Chase Pattern. ia 
Brass and Copper.....--. ° 
Zinc Plated ......++-- 40 & 5% 

— 

er sn sic lad 
TY 4005940seeee 60 & 5% 
Steel. 
Copper Plated weccceee 10 & 5% 
OPENERS. 
Delmonico o.- per dos. $1 4 
Never Slip ...--- 
Crate. 


Vv. & B., per doz. $7 25—11 00 











\| 





